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Book Tells Of 


Five Years’ Survey 
Of Commissioners 


Harvard Publishes P: £ Patterson’s 
Volume Onl «ace 
Departme | if 
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“strong and Weak Points In Lices.- 
ing System Among Subjects 
Discussed 





The Harvard University Press this 
week published “The Insurance Commis- 
sioner in the United States,” a stidy in 
administrative law and practice, written 
by Edwin Wilhite Patterson, A.B., S.J.D., 
aranceam@™m™ professor of law in Columbia University. 
The book contains a foreword by Felix 
Frankfurter, Byrne professor of admin- 
istrative law in Harvard University. 
Mr. Patterson’s survey of insurance 
departments, which has been going on 
for some time, was a labor of love. His 
attention was attracted to insurance su- 
pervision by the widening area of what 
in effect is lawmaking authority exer- 
cised by officials whose actions are not 
subject to ordinary court review. 

In his introduction Professor Frank- 
furter says: “It is idle to feel either 
blind resentment against ‘government by 
commission, or sterile longing for a 
golden past that never was. Profound 
ew forces call for new social inven- 
tions, or fresh adaptations of old expe- 


lence.” He adds that there is need for 
A technique of appraising the work of 
Administrative agencies and of estab- 
lishing the utility of such scientific ap- 




































y praisals. 

ider Scope Than Banking Commis- 
sioners 

Mr, Patterson says that the organi- 
zation ot the insurance department as it 
Xists in nearly all the American states 
resembles that of a cabinet department 
ce A! the Federal Government. At the head 
f the department is a single official 
d who makes all decisions and controls 
i all official action of the department. In 
nce ‘ersonne! the insurance department re- 


«mbles the cabinet departments of the 
ation also but the commissioner has 
‘ore power to choose his own assist- 
og than have most cabinet officers. 
© Says that the insurance departments 
ave a wider scope of activity than the 
slate banking departments; that the for- 
er have all the power over assets and 
nVestments which the latter possess and 
any more besides. Besides licensing 
and Inquisitorial powers the commission 
as effective powers of enforcement 
hrough judicial proceedings. 

wee, Continues : 


YORK 


€ latitude of the commissioner’s 
Wets 1s considerably enhanced by the 
nformality of his procedure. He is far 
get in temper than is, for in- 
bat the . Bena utilities commission. 
inist 'e collegiate or board form of ad- 

Strative organization tends to greater 


(Continued on Page 38) 








PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New Yo’ 


rh wun « ets lest 
of time! 145 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 





PHOENIX 


Indemnity Company 
150 William Street, New York 
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INFLUENCE 


= Insurance Company of North America has recognized influence with property owners, 

It is an influence won by 135 years of reliable service, during which time every claim 
has been promptly and satisfactorily met. It is an influence strengthened and sustained by 
forceful national advertising. The fulll strength of this influence stands behind the success 
ofevery agent who offers North America protection. 


Insurance Company of North America 
PHILADELPHIA 


and the “ : 


INDEMNITY INS. CO. OF NORTH AMERICA 


write practically every form of insurance except life 




















In the Spring the Deskman’s Fancy— 


Spring, and the fragrant lure of the great outdoors! Year after 
year you, tied to your desk, chafe when the miraculous new life has 
come. Ours is outdoor work, and there is no finer, freer, more soul- 
satisfying, more profitable occupation for any man or woman. Why 
endure that desk any longer? Breathe the spirit of Spring, and step 
forth into a new and finer life. Youcam if you will! 

The PENN MUTUAL enjoys the highest prestige everywhere. 
Policy contracts are unexcelled, net cost is low, equipment of Agents is 
especially serviceable and complete, and the relationship between the 
Field and the Home Office is one of warm comradeship. Emancipate 
yourself, for once and all, and join our ranks! 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 
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Obligation Limit 
In Policies Of 
Group Defined 


Company Not Liable If Employe 
Is No Longer With 
Corporation 


THIRD PARTY LITIGATION 


In Duva! vs. Metropolitan Life 
New Hampshire Court Talks Of 
Employment Longevity 








In an action by the assignee of two 
group insurance contracts, one for death 
and the other for accidental injuries, it 
appeared that the insured’s employment 
ended on June 11, and he was drowned 
on June 17. There was nothing to show 
that he was insured at the time of his 
ceath except what the plaintiff claimed 
to be a waiver and reinstatement by the 
employer. In support of this claim plain- 
tiff called the employer’s superintendent, 
who denied that on June 17 he talked 
with the insured and agreed to reinstate 
him. Thereupon, the plaintiff offered to 
show that the superintendent told third 
parties that the insured had been re- 
instated and the termination of his em- 
ployment waived. This evidence was ex- 
cluded and a non-suit was ordered. 

New Hampshire Supreme Court 

On appeal, the New Hampshire Su- 
preme Court said: Duval vs. Metropoli- 
tan Life Insurance Co., February 1, 1927, 
136 Att. 400, that if it were assumed that 
the plaintiff’s offer of proof was intended 
tc include the insured’s promise to re- 
turn to work, and if it were also as- 
sumed that this promise would furnish 
a consideration as against the insurance 
company, the question arose as to the 
employer’s agency to act for the insurer. 
It was held that there was nothing in 
the relation or dealings of the parties 
tending in any way to show express au- 
thority given to the employer to make 
such a statement to the employe on be- 
half of the insurer, and no implied au- 
thority to the employer to make the 
statement was to be found in the in- 
surance contracts. 2 

Provisions unsuccessfully relied upon 
to show such implied authority were: 
The provision that the group insurance 
policy should not become effective until 
75% of the employes should become in- 
sured; that the employer should for- 
ward to the insurance company a list of 
new employes each month. The fact that 
the provisions as to notice of claim, proof 
of loss, etc., were contained in the mas- 
ter policy did not make the employer the 
insurer’s agent to give information on 
these subjects. 

The Dividing Line 

The court said: “The line dividing the 
three parties to the contract according 
to their interest and real position in 
these transactions puts the employer 


(Continued on page 8) 
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European farmers, such as Rosa Bonheur 
depicts in her famous painting, “Plowing 
the Nivernais,” frequently achieve a far 
greater yield per acre than the average 
American farm, in spite of their lack of 
modern equipment. The secret of their suc- 
cess is intensive cultivation. 
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INTENSIVE 
CULTIVATION 


It is not alone the number of policyholders on 
your books that determines your premium in- 
come. It is the degree to which each policy- 
holder is cultivated. The amounts of insurance 
that each carries with you; the number of lines 
that each has been sold by you. 


Unlike the European peasants, circumstances 
do not limit the size of your “farm” when you 
represent The Travelers. The number of per- 
sons needing automobile, burglary, accident, life 
and fire insurance greatly exceeds the number 
now insured. Your profits will be greater, how- 
ever; your clients will be better satisfied and your 
business will be of a higher quality, if you limit 
your clientele to a number that you can properly 
care for, and take care to see that all of the 
insurance needs of each one of them are fully and 
properly cared for. 


Intensive cultivation properly applied to your 
work manifests itself in many ways—sometimes 
unusual ways. It is a fact that some of the 
biggest Travelers accounts of today were written 
as a result of some small beginning. 


Recent evidence of how “repeat’’? business 
grows and sticks is indicated in the case of one 
Travelers representative who wrote 105 policies 





with premiums totalling almost $7,000 as a result 
of one lead. Another case shows a Travelers 
man wrote 63 policies all on members of one 
family with a sum total premium volume of 
$4,700. Both became big because of intelligent 
' and persistent cultivation. 


The small cultivator of today has within him- 
self the ability to become the large cultivator of 
tomorrow. It’s not the area or population of 
your territory that counts, but rather the pre- 
mium volume you produce through close and 
continuous cultivation of the most promising 
prospects in your territory. 


Back of the individual’s energy and industry 
is the modern equipment offered by The Trav- 
elers. This tangible help takes the form of 
Travelers intensive training, a claim service 
always prepared to render thoughtful and con- 
siderate service and policy contracts that are 
liberal and clearly understandable. 


Intensively cultivating your particular ground 
is one of the most important phases of capi- 
talizing your efforts. Itis a sure way of making 
the most of your many opportunities with the 
largest multiple-line insurance company in the 
world. 


THE TRAVELERS 


Tue TRAVELERS INsuRANCE Company THE TRAVELERS INDEMNITY CompANY ©THE TRAVELERS Fire INsuRANCE ComPANy 
LIFE L. F..BUTLER, PRESIDENT FIRE 


ACCIDENT Hartford, 


Connecticut WINDSTORM 


LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATEGLASS, AIRCRAFT, MACHINERY, INLAND MARINE 
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Insurance Men Aid 
Farm School Drive 


FRANK H. DAVIS LUNCH HOST 





Appoints Committee Of Insurance Men, 
Making Farmers Out Of Impov- 
erished City Boys 





On Tuesday at the Union League 
Club, New York, Frank H. Davis, vice- 
president of the Equitable Society, gave 
a luncheon in connection with the drive 
for the expansion of the National Farm 
School near Doylestown, Pa. The guests 
were all insurance men and a committee 
of insurance men was appointed to co- 




















FRANK H. DAVIS 


operate with the other committees in the 
raising of the $100,000 fund. 

Mr. Davis is working in co-operation 
with the New York executive commit- 
tee, the membership of which includes 
Lewis L. Clarke, chairman of the ex- 
ecutive committee of the American Ex- 
change Irving Trust Co.; Charles Hay- 
den, of Hayden, Stone & Co.; Abraham 
Erlanger, retired textile manufacturer ; 
Adam Gimbel, vice-president of Saks & 
Co.; Paul Rosenthal, Ladenburg, Thal- 
mann & Co, bankers; Frank Presbrey, 
“Wvertising ; Daniel L. Reardon, United 
plates Trucking Corporation, and Rob- 
ert F. Loree, vice-president, Guaranty 
eTrust Co. 

This general committee will gather 
$1,200,000 of the desired $5,000,000 to be 
tased throughout the nation. The 
money will be used to increase the pres- 
ent student body from 200 to 500, to 
make it co-educational, and to establish 
4 revolving fund to help honor graduates 
bay down on their own farms or to take 
advanced courses elsewhere as agricul- 
tural research specialists, 
he National Farm School was 
ounded in 1896 by Rabbi Joseph 

tauskopf to turn unskilled and impov- 
(Continued on page 13) 
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WAR RISK RULING 











Insured Cannot Reinstate Because At 
Date Of Lapse He Had Com- 
pensable Disability 


5. policy of war risk insurance may 
the w considered as reinstated under 
7 on War Veterans’ Act of June 
that ao amended, simply on the basis 
cl a insured at date of lapse of 
ae ad a compensable disability, the 
Se er General of the United 
ates, J. R. McCarl, has just ruled. 
Sa addition to that condition, Mr. Mc- 
te i. there must be in the posses- 
* es the Government at date of death 
bbilit ene of total permanent dis- 
* y sufficient funds from accrued un- 
nth isability compensation belonging 
irs insured to cover the necessary 
Pu to have reinstated the policy. 
Ms f, McCarl’s ruling answered a let- 
¥ om the Director of the Veterans’ 
teau, Frank T. Hines, 






















More 


Than Twenty Million 


Endorsers 


Each polichyolder in The Prudential—and 
there are more than 20,000,000 of them—is 
Prudentially insured because of a belief that 
this company offers the maximum protection at 


low cost. 


Whatever the need for protection, there 


is a Prudential policy to meet it. 


This company maintains in every large 


® 
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PRUDENTIAL See 
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MAS THE 
STRENGTH OF” 
CIBRALTAR,” 
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center of population an Ordinary 
Agency which is prepared to give 
the ultimate in service to special 
agents and brokers, in this line of 
lite insurance. 


The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 


Epwarp D. Durrtetp, President 








New York Life’s Rules 
About Disability 


HALF OF EARNED INCOME LIMIT 








Text of Regulations Relative to Women 
and Young People; No _ insurance 


Above $50,000 with Double Indemnity 





The New York Life has adopted the 
following principle with regard to dis- 
ability benefits: 

No one to be granted disability bene- 

fits which would produce—in event of 
disability—an income of more than one- 
half of his earned income at the time 
of his application: in other words this 
company will not grant disability cover- 
age of more than one-half of the income 
which the applicant will presumably lose 
by the disability. To make this more 
clear: disability benefits should not ex- 
ceed one-half of what is lost by inability 
to attend to business. 
_ In some cases where the company lim- 
its the amount of disability benefits, it 
will consider an additional amount with 
waiver of premium only. 

The company should be informed in 
every case of the amount of disability in- 
surance carried in other companies and 
of the earned income of the insured. 

Exceptions :—Applications from mar- 
ried or dependent women and applica- 
ticns from students over 15 years of age 
as herebelow. 

Women, whether married or single, 
may be granted $2,500 of insurance to 
include full disability benefit (either 
form of disability) and with waiver of 
premium only, up to $7,500 additional (in 
the same policy). If engaged in a gain- 
ful occupation, women will be considered 
for full disability benefits for additional 
amounts commensurate with their earned 
income. 

Young people may be granted disabil- 
ity benefits up to $2,500 (with waiver of 
premium up to $4,500 additional) be- 
tween the ages of 15 and 20 inclusive. 
If engaged in a gainful occupation, ex- 
ceptions may be granted extending this 
limit. A junior or senior at college 
might be considered with full disability 
benefits up to $10,000. When they enter 
business and establish an earning capa- 
city, the company will consider adding 
the disability benefits for additional 
amounts—subject to its rules, which in- 
clude evidence of insurability. 

Limits of Disability 

The company may grant to superstand- 
ard risks as much as $50,000 insurance 
with income disability benefits (not over 
$25,000 with increasing benefits, and the 
balance with 1% benefits). 

The company may grant up’ to $100,000 
with waiver of premium—$25,000 of 
which might be with increasing benefits, 
$25,000 with 1% benefits, and $50,000 
with waiver of premium only. 

In substandard cases the maximum is 
$25,000. 

On term insurance not over $25,000 will 
be granted with 1% benefits. 

In general the company limits the 
amount of insurance with double indem- 
nity to $50,000. In very exceptional cases 
it may exceed this amount. 

Women may be considered for double 
indemnity for the full amount of insur- 
ance granted within the above limit of 
$50,000. 

Students and young men not definitely 
established in a business which they will 
follow may be considered for not over 
$10,000 with double indemnity. 

On term insurance not over $25,000 will 
be granted with double indemnity. 





HONOR JAMES L. MADDEN 


The Chamber of Commerce of the 
United States, in convention last week 
in Washington, D. C., adopted a resolu- 
tion expressing regret at the impending 
loss of the services of James L. Madden, 
manager of the insurance department of 
the Chamber; who is to become vice- 
president of the Metropolitan Life. 
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Fathers Insuring Sons 
At a Youthful Age 


SYSTEMATIC SAVING OF MONEY 





Edgar Joseph, Union Central Life, Dis- 
covers New Field For Prospects; 
Gives His Method of Solicitation 





In the current issue of the Agency 
3ulletin of the Union Central Life, Edgar 
Joseph of the New York agency has de- 
scribed in an interesting article the “In- 
suring Sons Through the Fathers,” how 
he has capitalized the idea of selling life 
insurance to the younger generation. 

This field, which is a very large one, 
has been practically untouched, but 
through the recent lowering of insurable 
age to 10 years, has placed upon the 
market thousands of prospects. Pros- 


pects which were practically dead and 
which have been lying in the insurance 
“morgue” office are being dug up and 
solicitation has taken on a new spirit. 

Mr. Joseph gives an interesting expe- 
rience of arousing interest in an other- 
wise indifferent father by offering him 
something that he could do for his son. 
He states that “several years ago I saw 
a photograph of four children, two girls 
and two boys, in the photograph studio 
of a client. He gave me their names and 
approximate ages, and the name of the 
father, who is a wealthy manufacturer 
in New York. 

Rested in the “Morgue” 


“I was never able to make a personal 
contact with the father, although at the 
time I did make an unsuccessful canvass 
over the telephone on the basis of an in- 
surance trust for the children, and so 
filed the card away in the ‘morgue.’ 

“Recently I came across the card giv- 
ing the children’s ages and decided to 
try out this new plan. I called upon the 
father and approached him in this way: 

“*Mr. V., your son Tom is about 12 
years old now, isn’t he?’ : 

“My question took him by surprise; 
he did not know me nor what I had in 
mind, but he was interested in anything 
concerning his boy, and said: 
he is just a little over 11. 


Appeal Through the Son 

“‘T can offer you the opportunity to 
do a wonderful thing for him. The in- 
surance laws have recently been amend- 
ed so that you can now get regular full- 
fledged insurance on him—the same kind 
you carry yourself. You pay the premi- 
ums until he is on his own feet, and 
when he comes to take it up himself the 
premiums will be way down to a ridic- 
ulously low, figure.’ 

“He was deeply interested and said it 
was a very extraordinary thing,” says 
Mr. Joseph. “While I had unfortunately 
gotten him just when he was leaving on 
a business trip for about three weeks, I 
saw him when he came back and was 
successful in closing the deal. 

“There is an endless chain method of 
getting prospects as applied to this kind 
of business. Every boy has a lot of play- 
mates his own age, and not only are 
they prospects, but also their fathers 
through them. And for the future, there 
are a lot of policyholders growing up 
to manhood who have been educated to 
the value of insurance and who will be 
easily approachable.” 





CLUB INSURES STAFF 


The first political organization to in- 
sure its employes under a group plan is 
the National Republican Club at 56 West 
Fortieth street, New York, which re- 
cently took out such a policy with the 
Equitable Life Assurance Society. The 
protection costs the employes nothing 
and provides each with $500 insurance 
while in the employ of the club. No 
medical examination or age limit are re- 
quired for the insurance. The contract 
was signed on April 14. 


Against Inheritance 
And Estate Taxation 


CONGRESSM’N WATSON TO FIGHT 





Voted Down by Ways and Means Com- 
mittee Last Session, He Will 
Try Again 





Representative Watson (Rep.), of 
Langhorne, Pa., a member of the House 
Committee on Ways and Means, in a 
statement announces his intention to re- 
new his campaign in the Seventieth 
Congress for repeal of the Federal es- 
tate and inheritance taxes. 

In discussing the tax reduction pro- 
gram to be considered by the Committee 
in advance of the convening of Congress, 
Mr. Watson stated that he believed a 
reduction also will be recommended in 
the income surtax rate. He predicted 
that a bill would be ready for Congress 
early in December. 

He said in part: 

“At the meeting of the House Com- 
mittee on Ways and Means to be held 
before the opening of Congress, I ex- 
pect to renew my fight for repeal of 
Federal inheritance taxes. In the last 
Congress I opposed all of the so-called 
‘death taxes,’ but was voted down in the 
Ways and Means Committee. The injus- 
tice of such taxes is becoming increas- 
ingly apparent, and should be wiped out 
altogether. That form of taxation be- 
longs solely to the States. 

“Members of the Ways and Means 
Committee will hold meetings during the 
recess of Congress to rewrite in part the 
Revenue Act of 1926, Representative 
Watson said. This will enable the com- 
mittee to bring a tax reduction bill be- 
fore the House early in the session so 
that Federal taxpayers may have the 


a when the 1928 payments come 
due.” 


OLD SUPERINTENDENT DIES 


John H. Hyde Had Run Prudential Of- 
fices In A Number Of Eastern 
Cities; Was 70 
John H. Hyde, seventy years of age, 
died at his home in Newark last week 
after an illness of more than a year. 
Mr. Hyde was born in Newark and edu- 
cated in Philadelphia. He resided in 
many cities throughout the country and 
for forty-three years up to last Sep- 
tember was in the employ of The Pru- 

dential. 

He had been superintendent of The 
Prudential’s offices in Buffalo, Altoona, 
Scranton, Fall River, Providence, New 
York City and Elizabeth. At the time 
of his retirement he was serving the 
company as an inspector. 

He is survived by his widow, a son, 
Harry C. Hyde, and a daughter, Mrs. 
Edna W. Blanchette. 








ARREARS BECAUSE OF STRIKE 


Despite the 1926 English industrial 
strike, the Co-operative Insurance So- 
ciety, Ltd., of that country, which writes 
a general life, fire and accident among 
the working classes, reported an increase 
in premiums of about 11%, amounting to 
$17,407,530. 

During the period of the strike it was 
found necessary to make special provi- 
sions to prevent the lapsing of all poli- 
cies. Accordingly it was decided to con- 
sider all policies as remaining in force, 
and when paying claims to deduct the 
amount of arrears. With the settlement 
of the dispute came the problem of how 
to deal with the arrears which had ac- 
cumulated during the year. It has been 
agreed that the policyholders shall be 
allowed time to pay off their arrears by 
easy payments. Where it has been found 
impossible to collect the arrears, the ar- 
rears have been cancelled by reducing 
the amount of insurance. This policy 
has been pursued only where it was im- 
possible to collect the arrears. 











“OLD TIRONSIDES” 





Have You Contributed to the 
Restoration Fund? 





writer: 


like to have one myself. 


keep “Old Ironsides” afloat. 


Sixty-four years in business. 








The John Hancock Mutual Life Insurance Company, of 
Boston received the following request from a well-known under- 


“T notice in the March issue of The John Hancock 
Signature a reference to ‘Old Ironsides.’ 

“One of my associates in the office has asked me to 
obtain if possible one of these pictures, and I would 


Therefore I am enclosing 
my check in the amount of fifty cents.” 


While the John Hancock is not acting as agent for the Navy 
Department in the sale of pictures, the Agency and Clerical 
Force, as well as Home Office executives, are all working to 


If any underwriter wishes to secure this beautiful reproduc- 
tion of the “Old Ironsides” painting by Gordon Grant, noted 
marine artist, and will send in 25c, we will see that he gets the 
picture and the Navy Department the money. Address Inquiry 
Bureau, 197 Clarendon Street, Boston, Mass. : 





LiFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


a. Now insuring Two Billion Five Hundred 
Million Dollars on nearly 6,000,000 policies. Safe and secure in Every Way. 
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Provident Mutual’s 
Plan of Rewriting 


ADOPTS BEHA-ENDORSED IDEA 





Company, However, Does Not Wish to 
Encourage the Unsettling of Out. 
standing Insurance 





The Provident Mutual has just an- 
nounced to its agency force the adop- 
tion of the plan of rewriting insurance 
as of original date which has recently 
had the endorsement of the New York 
Insurance Commissioner. 

Upon satisfactory evidence of insura- 
bility, the company will rewrite an out- 
standing endowment or limited payment 
life policy to a less expensive plan of 
permanent insurance—the rewritten pdl- 
icy to bear the date and age of the orig- 
inal policy and to be for the amount of 
insurance which the premium now being 
paid would have purchased at the time 
the policy was issued. 

In announcing this plan the company 
does not wish to encourage the unset- 
tling of outstanding insurance. The 
problem of old age protections is a vital 
one and should not be sacrificed except 
in cases of positive necessity. 





400 ATTEND MEMORY LECTURES 


Felix Renick Of National Institute, Inc, 
ells Insurance Executives How 
To Remember Names 

As many as four hundred insurance 
men attended the series of memory 
training lectures, held for three days of 
last week, which were given by the Na- 
tional Institute, Inc. Felix Renick, who 
demonstrated his ability to remember 
faces and names at several big meetings 
this winter, was the lecturer. Those 
present, most of whom were department 
heads and executives, recalled that Mr. 
Renick had correctly named as many as 
four and five hundred men in one room 
withut a single slip-up. 

They were interested in the fact that 
he was possessed with a miserable mem- 
ory at one time and this deficiency 
prompted him to assist in the organiza 
tion of the National Institute, Inc. 

Among the companies and agencies 
represented at the lectures were the fd- 
lowing: New York Indemnity, Inden- 
nity Insurance Co. of N. A., Hartford 
Accident, New Amsterdam Casualty, 
London & Lancashire, U. S. Casualty, 
John G. Hilliard, Inc., Continental Cas 
ualty, Hooper-Holmes Bureau, Hartford 
Steam Boiler, Zurich, Ocean Accident, 
Hall & Henshaw, Hart & Eubank aml 
John C. McNamara Organization. 





SAMPLE POLICIES 

“When a man asks me for a samp 
policy—I tell him the story of a widow 
who was asked whether she would bk 
able to make both ends meet, and wh 
replied that when she went through het 
late husband’s papers, she was overjoye 
at finding policies for $100,000, but griet 
stricken when she discovered that they 
were all sample policies,” says a Nash 
ville representative of the Connectict! 
Mutual. F 

“T tell a man that some day he is gol 
to die—that friends will walk around his 
casket and that they will meet in littl 
groups and ask whether he carried lilt 
insurance. I tell him that I am not §% 
ing to be a party to a ‘Sample Polit) 
deal on his wife.” 





CHANGE TIME OF MEETING 

The meeting of the industrial life 
group of the Insurance Advertising Uo" 
ference has been changed from Tuest#! 
afternoon, May 24, to Tuesday mornilé 
In announcing the change, J. J. Doyl 
manager of the publicity department r 
the Western & Southern Life, says thal 
the industrial men were deeply interest 
in the regular meeting of the life grout 
and would rathr give up the opportum) 
of getting acquainted with Hart/ord, # 
insurance city, than be compelled to ™ 
the meeting of the older life group. 


Ma 


ton, ¢ 
series 
derwr 
the a 
pany. 
what 
suran 
follow 
I w 
would 
and b 
returt 
I w 
the g 
your 
trial 
bor a 
other 
Iw 
I wot 
lieve 
equal 
In 
tion, 
unselt 
I w 
really 
would 
throu: 
ganda 
Iw 
opera 
Iw 
thusia 
ns 
busin 
until 
to kn 
amply 
any ¢ 


I st 


- no co! 


all m 
want 
There 
forge 
insur 
glad | 

I s| 





7 May 13, 1927 


—— 








Page 5 








What Banker Would Do 
If He Were An Agent 








EA BOSTON MAN’S DETROIT TALK 
Exchange Trust Would Study Life 
be Values, Economics, Social Amenities 
and Letter Writing 
George Wallace Tibbetts, vice-presi- 
. dent of the Exchange Trust Co. of Bos- 
nce ton, delivered the final address in the 
itly series of lectures given to the Life Un- 
ork derwriters’ Association of Detroit under 
the auspices of the Union Trust Com- 
wd pany. Ife concluded his talk by telling 
i what he would do if he were a life in- 
var surance man. Among these were the 
4 following : 
pal- I would study to know life value. I 
i. would put into civil, political, religious 
t ol and business life more than I expect in 
lng return. 
os I would know the economics affecting 
the great middle class, because 80% of 
any FH your business is with that class. Indus- 
set- trial disputes and losses, capital and la- 
The bor affect your business more than any 
vital other causes. 
cept I would develop new ideas and visions. 
| would forget yesterday. I would be- 
lieve in the brotherhood of man and 
RES equality of all classes. 


I not only would believe in co-opera- 
Inc, tion, but I would also accomplish it by 
unselfish service to others. 

I would believe in big business, as it 
ance really is, the big business of many. I 
would believe in prosperity, and I would, 
through organization, fight the propa- 


Na- ganda of un-American influences. 

who I would believe in the power and co- 
mber operation of the women of our nation. 
tings I would let nothing undermine my en- 
‘hose thusiasm. 

ment [eT should have so much faith in my 
Mr. business that I would carry insurance 
Ly as until the payments hurt. I would want 
room fe to know that my wife and family were 


amply protected before I tried to sell to 
that any other prospect. 


nem Would Remember Birthdays 
tency I should send out birthday cards, with 
niza no company advertising on them, because 
f all men are more or less childish, and 
“ncies BS want to be thought of and remembered. 
e fol HM There are times when even our wives 
\dem- forget birthdays, and while we joke the 
tion! BS insurance man about his card, we are 
ualty glad to receive it. 
ualty I should try to render service to my 
Cas prospects and policyholders—unselfish 
rtford BH} service—anticipating their little needs 
ident, BP and wants—do things for them in such 
k and a way that they realize there is no pos- 
sible profit to me except good will. 
I should know my company’s contract 
and my company’s contract alone—and 
ample know it well, so that I could answer any 
widow fe (Westions, and I should leave the other 
iid bee fllow’s contract alone. 
1 who I should write my letters to my pros- 
sh her fee Pects in readable English, so that any 
rjoyel one could understand them, leaving out 
grief: such terms as “Endowment,” “Optional 
t they Term, _Post-termination,” and “Option 
Nash . Z.”’ and so on—you know what I 
ecticut je Mean. 
I should advise Life Insurance Trusts 
- going where | felt the use most advantageous 
nd hiss €O™my client. ; 
1 little a should realize that the Optional Set- 
ed lief -°™cnts of my company were excellent 
ot 20" or definite and specific purposes and do 














not fit all needs. 

I should also dress neatly and at least 
wave the appearance of prosperity. I am 
just leaving the thought that some don’t 
Pay the attention to their personal ap- 
Pearance that they should. +: 

should not oversell my prospect—I 
Should honestly sell him what mv experi- 
ence would show that he really needs 
'0 protect his family in accordance with 


Policy 


NG 
al life 
ge Con 
uesday 
orning: 
Doyle, 


~ 1 Purse, 
dat should not talk insurance every time 
v grott met my friends or prospects. 


j should religiously send out change- 

r Ona cards, reminding my prospects 

they could buy insurance cheaper 
they followed my good advice. 


rtunily 
wed, the 
to mis 
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increase in new business over 1925. 


the Home Office and the Field Force. 








THE BERKSHIRE LIFE INSURANCE COMPANY 


founded in 1851, has just completed its Seventy-Fifth Anniversary, with a substantial 
: 3 $ All previous records have been shattered. 
great expansion is due in marked degree to the splendid spirit of co-operation between 


Men contemplating entering the ‘life insurance business would do well to communicate 
with this fine-old Massachusetts company before deciding. 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 


This 














WOULD FORM NEW BUREAU 


Valuation Of Securities Committee, 
Headed By Beha, Would Have Com- 
panies Bear Part Of Cost 
Progress in its plan for establishment 
of a bureau with control over the valu- 
ation of securities was reported by the 
committee on valuation of securities, 
headed by Commissioners James A. Beha 
of New York., at the final session of the 
spring meeting of the National Conven- 
tion of Insurance Commissioners at 
Richmond, Va. last week. The plan is 
for the bureau to be operated in co- 
operation with the companies who would 
stand part of the cost in compiling a 
valuation book annually. The bureau 
would continue to function under super- 
vision of the convention. A full report 
on the matter is expected to be made 
at the forthcoming annual meeting to be 

held in Cincinnati September 27-30. 

All commissioners or superintendents 
or other officials in charge of insurance 
matters who have been members of the 
convention and are now retired from 
office and who have attended the ses- 
sions since the Chicago meeting in 1924 
are entitled to honorary membership 
under a resolution adopted at the final 
session. 

Cormmissioner Beha submitted corre- 
spondence he had had with the National 
Fraternal Congress relative to proposed 
legislation authorizing fraternal benefit 





MUTUAL BENEFIT CONCERT 





Given In Auditorium New Building; 
Playing Of The “Storm” A Fantasia, 
On Organ Features Program 
The opening concert of the Mutual 
Benefit Life Glee club was given in the 
auditorium of the company’s new build- 
ing in Newark Friday evening, under 
the direction of James Philipson, or- 
ganist of the company. The program 
consisted of solos by Henry Jones and 
Henry Stranahan, selections by the 
Glee club, with Miss Alice E. Johnson at 
the piano, while Mark Andrews and 
James Philipson played selections upon 

the new organ. 

The feature of the program was the 
playing of the “Storm,” a fantasia. Mark 
Andrews was the organist. The op- 
pressed stillness preceding the storm, the 
shepherd’s song, which was followed by 
raindrops and the gathering of the 
storm, which suddenly breaks, accom- 
panied with claps of thunder and light- 
ning, was played in such a realistic man- 
ner, that it brought a storm of applause 
from an audience of more than a thou- 
sand. A dance followed the concert 
which was held in the gymnasium. 








insurance under the 
He was in sympathy with 
Action on the matter was 


societies to issue 
group plan. 
the proposal. 
deferred. 








figures. 


December 31st 


who might be. 
touch with him. 





OUR PROGRESS— 
YOUR OPPORTUNITY 


[* recent years The Guardian has experienced a rapid 
growth, the extent of which is suggested in the following 


New Business Paid For $35,431,368 
Business in Force on ” 


Progress such as this is evidence of the efficiency and pro- 
ductivity of the methods provided for our field force. 

We have openings at present for managers in several estab- 
lished territories where we are making plans for development 
consistent with our general increases. 

This may be your opportunity, especially if your training, past 
record and personal finances equip you for managership of an 
established agency. Write in confidence, stating your age, his- 
tory and territory preferred. All details must be given in your 
letter. If not interested yourself, perhaps you know someone 
We’d appreciate it if you would put us in 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 


1922 1926 


$ 71,812,005 


$206,310,800 $333,042,886 




















Celebrities Write Of 
Career Possibilities 


E. L. BERNAYS EDITS NEW BOOK 





H. F. Miller of Metropolitan Handles 
Life Insurance Chapter; Insurance 
an Absorbing Business 





Thirty-eight men and women, many of 
whom are internationally well known in 
their own business or profession, have 
combined in the authorship, under the 
editing of Edward L. Bernays, of a book 
called “An Outline of Careers,” which is 
one of the most interesting volumes that 
have reached this office. 


The book, published by George H. Do- 
ran Company of New York, tells for the 
guidance of young people the require- 
ments, opportunities and pitfalls of the 
authors’ own fields of achievement. 

Mr. Bernays is one of the best known 
public relations experts in America and 
has an acquaintance among public men 
which is quite amazing. 

Mr. Miller’s Career 


Insurance is handled by Harry F. Mill- 
er, second vice-president of the Metro- 
politan Life in charge of the field force 
of the company with special jurisdiction 
in the industrial department. Mr. Miller 
began as an agent in Cincinnati; was 
made an assistant superintendent; went 
to the Pacific Coast in organization of 
the Metropolitan Life there; was made 
superintendent at Los Angeles; trans- 
ferred to the East, and finally became¢ 
second vice-president of the Metropol- 
itan. . 

In Mr. Miller’s opinion life insurance 
is not the field for the man or woman 
who wishes to make a large fortune, but 
rather for the person who seeks to en- 
gage in a stable business where consci- 
entious, hard work will yield a good in- 
come. Like the legal and medical pro- 
fessions, the financial rewards in life in- 
surance depend upon the ability of the 
individual to build up for himself a clien- 
tele. 

Relative to opportunities, Mr. Miller 
continues: 

“As in all American business, so in life 
insurance there is no limit to the ulti- 
mate possible achievement for the ambi- 
tious man. The largest life insurance 
company in the world has trained its own 
executives, as we might say, from the 
ground up and does not have to go out- 
side its own ranks to fill executive or 
supervisory positions. Several of its 
vice-presidents began their careers as 
agents for the company. Its personnel 
includes ten superintendents of agencies, 
all of whom rose from the agency ranks, 
and practically all of its seven hundred 
managers who now hold prosperous po- 
sitions with the company started in the 
same capacity in the field. As in the 
field, so in the home office departments, 
men have advanced to the top. The com- 
pany not only trains its own actuaries but 
has graduated actuaries to several other 
companies. The immense responsibility 
for the investment of the funds of this 
company rests largely upon a raan who 
started his career in its employ as a boy 
at the age of fifteen. 

Way to Top Not Easy 


“Tt must not be assumed, however, that 
the way to the top is an easy one. It 
is a hard road beset with obstacles and 
discouragements which only indefatigable 
effort will overcome. The ability to 
make decisions comes only after the la- 
borious solution of many difficult prob- 
lems and the painstaking acquisition of 
a comprehensive knowledge of one’s bus- 
iness and oneself. The mastery of small 
things must come first.” 

As to field men, Mr. Miller says: 

“To qualify for advancement the agen- 
cy must first be made a success, and in 
doing so a man is preparing himself for 
a position as manager, general agent, or 
superintendent, as the position is termed 
by various companies. This should be 
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the goal of the ambitious agent. It is a 
profitable position, one of dignity and 
responsibility. He represents the com- 
pany officially in a given community. 


Responsibility 
“Where the agent has a great respon- 
sibility, standing between the company 


and the policyholders, the manager or 
superintendent has a more important ob- 
ligation, i. e., the responsibility for the 
general welfare of his agents. It is a 
great one, that of the training and de- 
velopment of men. Since the income of 
the manager is determined by the suc- 
cess of the men who comprise his agency 
staff, his ability to select and train the 
men under him will largely determine 
the measure of his compensation. Then, 
again, managers must be supervised, and 
from their ranks are chosen what are 
termed superintendents of agencies, who 
have complete charge of a given terri- 
tory and all of its representatives. From 
their ranks in turn executive officers are 
selected to fill the positions of highest 
responsibility. 

“To secure employment with a life in- 
surance company, the applicant, after de- 
ciding upon the company with which he 
wishes to identify himself, should apply 
directly in person or by mail, and be 
prepared to furnish references as to his 
character, habits and standing in_ his 
community. Life insurance companies to- 
day are very conscious of their obliga- 
tions to their policyholders and every ap- 
plicant for an agency is carefully inves- 
tigated before he is put to work.” 

Specialization Opens More Doors 


Mr. Miller further says: “As in all 
professions in America today, specializa- 
tion is taking place in life insurance, 


opening various fields to the beginner.” 

To advance in the administrative or 
home office end of a life insurance com- 
pany, Mr. Miller recommends taking a 
clerical position at the start. 

Mr. Miller devotes considerable space 
to group insurance. He says that to the 
idealist group insurance presents a real 
fascination, and continues as follows: 

“It gives him the opportunity of bring- 
ing about life insurance protection on the 
lives of great numbers of working men 
and women, the majority of whom are 
usually or frequently under-insured, or 
not insured at all. It opens up an op- 
portunity for rapid advancement and for 
the achievement of a substantial income, 
accompanied by the thrill of securing 
contracts covering thousands of workers 
in many instances for millions or tens of 
millions of dollars.” 

He says the successful insurance agent 
is one who has the ability to mix with 
people of all classes, and this in itself 
requires a very deep and engrossing sym- 
pathy with human nature. 

Interesting Profession 

In concluding, Mr. Miller says that 
life insurance as a profession is extreme- 
ly interesting and absorbing to the man 
properly adapted to it. The individual 
himself must be largely in a position to 


Two of Penn Mutual’s 
Corporation Policies 


PASSED TO AGENTS FOR REVIEW 





In One Case Each Stockholder Got 
Policy Payable to His Estate; 
Assignment Feature 





The Penn Mutual, in the current issue 
of its “News Letter,” cites two instances 
of recent corporation cases which it 
passes along to agents. The cases are 
described as follows: 

No. 1 

The two insureds in this case were the 
principal stockholders of a certain furni- 
ture company. It was their plan to en- 
ter into an agreement whereby each 
weuld carry in favor of the other a 
policy of life insurance, the proceeds of 
which were to be used by the survivor, 
in case of the death of either, toward 
the purchase of the shares of the de- 
ceased. 

Each stockholder applied for a policy 
payable to his estate, and assigned the 
seme to the other stockholder, if the 
other stockholder should outlive him, 
otherwise to his own estate. They en- 
tered into an agreement containing 
among others the following provisions: 

1. That neither stockholder would 
transfer his shares of stock while the 
agreement continued in force to any 
third party, nor would he pledge his 
shares of stock as collateral for personal 
loans above a certain amount. 

2. That upon the death of one stock- 
holder, the survivor would collect the 
proceeds of the policy matured by the 
death, which proceeds he would first use 
to liquidate any personal loans of the 
deceased for which the stock was held 
as collateral, and, secondly, would use 
the balance as a payment on account of 
the purchase of such shares to the legal 
representatives of the deceased. 

3. That the deceased agreed that his 
shares of stock at the last valuation 
made by the corporation would pass to 
the survivor up to the amount which he 
had paid on account of the loans of the 
deceased and to the estate of the de- 
ceased—in other words, up to the 
amount of the net proceeds. 

4. That if there were not sufficient in- 
judge of his own adaptability before tak- 
ing up the work. The salient qualities 
required of the aspirant for an insurance 
agency are: The ability to meet and 
understand people and appreciate their 
points of view; the quality of self-disci- 
pline and the willingness to work with- 
out undue supervision; the ability to per- 
severe in the face of discouragement and 
the faculty of expressing himself con- 
vincingly and forcefully as well as tact- 
fully. He must be a man of indefatiga- 
ble energy and resourcefulness, of strong 
character, of personal initiative, but, 
above all else, of absolute integrity of 
purpose. 





—. 
— 








1867 











AMBITION 


To make a success in a chosen profession 
is the inherent desire of every man. 


The Equitable Life of Iowa offers exceptional oppor- 
tunity to ambitious men. 
including Direct Mail Letters, Age Change Service Cards, Monthly Blotters, 
Illustrated Policy Jackets, Attractive Advertising Circulars, Analysis 
Booklets and Sales Manual is provided. 


These dignified and practical sales helps place the Equitable salesmen 
in an enviable position and indicate the company’s spirit of cooperat:cn. 


EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


Home Office: Des Mo nes 
SIXTIETH ANNIVERSARY 


Unusual sales equipment 


1927 

















surance, the survivor would have the 
right to purchase the balance of such 
shares within a certain specified period. 

5. That in event of a termination of 
the agreement while both stockholders 
are living, because of the fact that pre- 
miums had been paid equally each stock- 
holder is to have the right to carry his 
own policy and is to receive one half 
of the cash value of each policy. 


No. 2 


This case was somewhat like the pre- 
ceding one, except that the shares of 
stock of each party were placed in es- 
crow with a trust company, and the poli- 
cies were made payable in a different 
manner. 

The stockholders wished the proceeds 
of the insurance to pass directly to their 
families, instead of through the trustee, 
but yet did not wish either the insured 
to have control, or to require the signa- 
tures of the beneficiaries. The policies 
were, therefore, first made payable to the 
trust company and then assigned on a 
revocable form of assignment by the 
trust company to the beneficiaries. In 
this manner control of each policy until 
its maturity was reserved to the trust 
company for the benefit of the stock- 
holders. 

In event of the death of any stock- 
holder, the agreement provided that pay- 
ment of the proceeds by the insurance 
company in accordance with the terms 
of the policy would act as a payment 
on account by the surviving stockholders 
of the shares of stock of the deceased 
at the valuation agreed upon, so that 
as soon as any stockholder died and the 
insurance company acknowledged the 
claim, the trustee would immediately re- 
lease the shares of the deceased, so pur- 
chased, to the surviving stockholders 
pro rata. 

In a case of this kind, one of the things 
which must not be forgotten is that in 


addition to the agreement executed by 
the stockholders, there must be a second 
agreement, executed by the trust com- 
pany, setting forth just how it will carry 
out the terms of the first agreement, and 
binding it to do so, stating how the stock, 
while held in trust, shall be voted, how 
dividends shall be distributed tiiereun- 
der, and how it can be used as collateral 
security for personal loans of the stock- 
holders, etc. 

With reference to the assignment 
made by the trust company, this is an 
exception to the general practice of this 
company, and would be permitted only 
when the trustee is some very good cor- 
porate trustee. 





INSURED FOR ONE MILLION 


Announcement is made by the U.S. 
Realty and Improvement Company of 
an insurance policy covering the chait- 
man of the board of directors, Harry S. 
Black, for one million dollars payable 
tc the company. The transaction was 
handled by Theodore M. Riehle with the 
Equitable Life Assurance Society. Mr. 
Black is 63 years of age. The news of 
this deal was carried over the financial 
tickers on the day the board approved 
his purchase. So far as is known this 
is the first time a life insurance trans 
action has been so reported. 





A FRESHMAN’S VIEWPOINT 


An incident at a life insurance educ- 
ticnal class meeting in a Philadelphia 
general agency: 

General Agent (trying to get someone 
in the class to answer with the wor 
“Reserve”). “What is the one big thing 
we talk about in life insurance values 
the one big thing that our company ha 
a lot of jand really makes the wheels 8? 
’round ?’ 

New Agent—“Actuaries.” 








the preceding year. 
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Established 1879 





—1926— 
ANOTHER ONWARD MARCH YEAR 


Total of new Life Insurance issued, increased and restored 
(paid for) for 1926: 


$158,331,102 


Last year was the eighth consecutive year in which this 
Company has shown a gain in new paid-for business over 


The total of life insurance in force on December 31, 1926, 
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Bavkers Life Geimeny 
GERARD S. NOLLEN, President 


Des Moines, Iowa 





Speedy! 


A Large Surplus Line 
was Recently Issued 
on the Same Morning 
we Received the 
Completed}Papers, 


Reason: Snappy Home 
Office Service in 
New York City 


177 Montague Street, 








On your next case (large or small) try 


THE JOHN H. SCOTT AGENCY SERVICE 
HOME LIFE INSURANCE COMPANY 





Brooklyn, N. Y- 
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Contrasts Private Vs. 
Public R. R. Ownership 





JOHN W. STEDMAN’S ADDRESS 





Tells Prudential Men of Economics and 
Efficiency After U. S. Returned 
Roads to Owners 





A continued policy of private owner- 
ship in the conduct of the nation’s rail- 
roads, as Opposed to Government sub- 
sidy, was advocated by John W. Sted- 
man, vice-president in charge of invest- 
ments for The Prudential in an address 
delivered before that company’s annual 
business conference in Newark. The ad- 
dress in part follows: 

“The railroads of the country in a 
normal year disburse $500,000 every hour 
for wages and supplies. In a normal 
year they consume one-third of the coal, 
one-third of the steel, one-fourth of the 
lumber, one-fifth of the copper and near- 
ly one-half of the fuel oil produced in 
this country by the labor of 17,000,000 
of our population. 


Dividends 


“At the outset, I want to correct two 
misappehensions in the mind of the gen- 
eral public. The first is that the rail- 
road dividends are guaranteed by the 
Government. The truth is that the Gov- 
ernment by establishing a fair level of 
freight charges assures to the railroads 
as a whole but to no individual railroad 
the opportunity of earning 534% on the 
value, not of their stocks and bonds but 
on the value of their property as ap- 
praised by the Interstate Commerce 
Commission. Our lawgivers call this a 
fair return. To my mind it’s barely a 
living wage. 

“A few of the railroads do earn 534%, 
but many of them fail to earn ever 5%. 
However, there are some that earn over 
6%, but those by law must divide fifty- 
fifty with Uncle Sam their excess income 
—something of a heads-I-win, tails-you- 
lose proposition. 

“The second misconception is that the 
railroads are so over-capitalized that part 
of the value of their stock is represented 
by water. The facts are these: From 
the knowledge gained from eleven years’ 
supervision of railroad accounts, the In- 
terstate Commerce Commission in 1920 
fixed a tentative valuation on railroad 
Property of nearly nineteen billion dol- 
lars. Since that time, the railroads have 
purchased 750,000 new freight cars, 10,- 
new and heavier locomotives. They 
have replaced 10,000 old wooden passen- 
ker cars with 10,000 new steel ones, and 
they have reconstructed and enlarged 
their shops and terminals and improved 
heir roadway. 

“Now, the cost of this additional in- 
s’estment has been reckoned at about five 
billion dollars, making, after deducting 
iberal depreciation at present-day valu- 
ation of nearly twenty-two billion dol- 
as. Against that figure railroad stocks 
end bonds held by the public amount to 
'meteen and three-quarter billion dol- 
ars, leaving a comfortable two billion 
lollars’ margin for any possible errors 
N valuation. 

Valuable Safeguard, But Not Possible 
= Guarantee 

The 1920 Transportation Act  pre- 
cribed among other things that no rail- 
cad could be consolidated with or pur- 
ae by another railroad nor could new 
Ocks and bonds be issued without the 
‘mission of the Interstate Commerce 
mmission. This is a valuable safe- 
lard to investors but it-is in no sense 
Positive guarantee. Prior to that time 
€Tegulation of the issuance of new se- 
reg was rather perfunctorily admin- 
% aig.” the commission of a few of 
‘ithin ime! states, with the result that 
yal e Fi quarter century there 
tess me Hagrant examples of high fi- 

ce. Today scandalous financial trick- 
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4° and exploitation could not occur. 
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In the history of 100 years of steam 


transportation the public’s attitude may 
be divided into three psychological 
phases: The first, generosity; the sec- 
ond, animosity; the third, in which we 
are today, reciprocity. 


“In the first phase, the people realiz- 
ing the economic value of this new in- 
vention scrambled to buy railroad stocks 
and where capital was scarce pledged the 
credit of the States to build the railroads 
they wanted. Ninety years ago the peo- 
ple of Michigan wanted the state to 
buy and extend a small railroad which 
is today the great Michigan Central. 
They voted an issue of five million state 
bonds which they sold to a New Jersey 
institution, the Morris Canal & Banking 
Co. The financial department of this 
institution sold the bonds to Dutch in- 
vestors and advanced Michigan $500,000 
on account. The other department of 
this institution which was constructing 
the canal at a cost far in excess of all 
estimates absorbed the balance of the 
proceeds of these bonds, failed to finish 
the canal and went bankrupt and Michi- 
gan never got another dollar. 


“In the second phase, the people be- 
came so exasperated with the arrogant 
use of power by the railroads and their 
corruption of legislatures and their dis- 
crimination between shippers, that they 
sought relief by regulation which soon 
became over-regulation until the dimin- 
ishing return on railroad investments 
scared new capital away and like the ef- 
fect of malnutrition on the human body, 
stunted their growth. In this starved 
condition they were caught by the great 
War and taken over by the Federal Gov- 
ernment. After twenty-six months of 
bureaucratic control, which cost the tax- 
payers of the country, it has been esti- 
mated one and three-quarter billion dol- 
lars, they were handed back to their pri- 
vate owners and managers, their treas- 
uries empty, the morale of their organi- 
zation lowered, the cars of each different 
railroad scattered over forty-eight dif- 
ferent states and in bad repair, and with 
miles and miles of their roadway below 
standard. The revulsion of feeling 
which followed this against government 
blundering in business paved the way for 
the third phase of reciprocity and the 
gradual improvement in service caused 
by truly remarkable efficiency in opera- 
tion further intensified the favorable at- 
titude of the public. 


“Let me touch very briefly on a few 
of the outstanding accomplishments of 
the railroad executives and their lieuten- 
ants. As important as anything else was 
the re-establishment of their leadership 
in their own organizations by winning 
recognition of their ability, their fair- 
mindedness from their own employes. 
Next they brought about practical pub- 
lic co-operation by instituting regional 
advisory boards composed of large ship- 
pers of different commodities—a mer- 
chant, a lawyer, a banker, even a mem- 
ber of the State Railroad Commission 
and a prominent citizen. I remember, I 
think it was in 1923, that President Duf- 
field was invited to be a member of the 


board for the important Eastern Region. 
These bodies acted as a clearing house 
for all interests and thrashed out vexa- 
tious problems and disputes. 

“As a result of these conferences, the 
merchants hurried un the loading and 
unloading of their cars and the railroads 
speeded up their train schedules with the 
combined effect that the average daily 
loaded car mileage was increased 20%. 
It has enabled merchants to keep seven 
billion dollars’ worth of goods less on 
hand in a year and enabled them to save 
interest on goods in transit to the amount 
of $50,000,000 a year. Private manage- 
ment cut loss and damage claims from 
$120,000,000 the last year of Federal con- 
trol to $38,000,000 last year and despite 
a reduction in freight rates made over 
the past five years, amounting to $700,- 
000,000 a year, the railway executives 
made up the loss by cutting the cost of 
furnishing transportation one billion and 
a quarter each year. Part of this sav- 
ing was due to a small thing like econ- 
omy in fuel operation, $21,000,000, by 
teaching firemen to use one less shovel- 
ful of -coal for each freight train mile 
and partly due to the fact that there 
were 240,000 less employes that moved 
the same volume of freight than the 
2,000,000 on the payroll of the Railroad 
Administration. : 

“Having heard this brief record of the 
recent brilliant conduct of one of our 
key industries as a private enterprise 
under the stimulus of individual initia- 
tive and competition, can anyone seri- 
ously advocate that the nation would be 
better served were the government to own 
and operate the railroads? Even-hand- 
ed, constructive regulation, as free as 
possible from political control is one 
thing and a desirable thing, but the dead 
hand of bureaucracy that blights all it 
touches with its red tape and its civil 
servants who are responsibility-dodgers 
is quite another thing and abhorrent to 
all Americans who are not snarling rad- 
icals or whining sociaists.” 





H. W. JONES OFFICE 





New York Agency Of Canada Life 
Doing Well; New Offices On Fighth 
Floor Of 110 William Street 
The New York City branch of the 
Canada Life, Herbert W. Jones, man- 
ager, has been opened only a few 
months but stands No. 5 in the com- 
pany’s honor roll in regard to paid-for 
business to percentage of allotment. The 
popularity of the office in this city has 

been gratifying to the company. 
Recently Mr. Jones moved his offices 
to the eighth floor of 110 William street. 
In the company’s honor roll up to 
March 24 Chicago was first and West 
Pennsylvania, second. 





TO BUILD SIX MILES OUT 
Thé Pilot Life has just annouced plans 
for a new home office building to be lo- 
cated six miles from Greensboro, N. C. 
It is in the open country. 





Springfield, Massachusetts 





A FIRM FOUNDATION 


With more than three-quarters of a century of success and 
achievement back of it, the Massachusetts Mutual is in a posi- 
tion to progress along lines that have been thoroughly tested. 


This position is made more desirable because of the main- 
tenance of principles and practices of high character which have 
molded the three great divisions of the Company—Home Office, 
Field Force, and Policyholders—into an organization whose 
reputation for stability and fair dealing is universal. 


Joseph C. Behan, Superintendent of Agencies. 
Massachusetts Mutual Life Insurance Company 


Organized 1851 











A STITCH 
IN TIME 


Saves nine 


Last 
Monday 

a 

Fussy 

Bird 
applied for 
a $9000 
policy 

On condition 
we 

deliver it 
in 48 hours 
before he 
left town. 


As 

he was 

a Healthy 
Cuss 
there 
was 
nothing 
To it. 


Organized 


Service 


THE 
KEANE-PATTERSON 
AGENCY 


Massachusetts Mutual 


Life Insurance Company 
225 West 34th St., New York City 
Chickering 2383-8 
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Mutual Benefit Closes 
Meeting With Luncheon 


CO’S VETERANS’ 





CLUB HOST 


President John R. Hardin Chief Speaker; 
Large Auditorium and Gymnasium 
In New Building 














































The convention of the general agents 
of the 
held Thursday, Friday and Saturday of 
last week was brought to a close on Sat- 
urday afternoon with a luncheon ten- 
dered to the agents by the Veterans’ 
Club of the company, held in the Mu- 
tual Benefit’s new building in Newark. 

After luncheon Clifford Addis, presi- 
dent of the Veterans’ Club, was intro- 
duced by the toastmaster, John R. Har- 
din, president of the company, who read 
an address of welcome to the agents. 

He was followed by Mr. Hardin who 
spoke in length on the co-operation 
which existed between the general agents 
and the company and praised their work 
for the year that had just closed. 

“Without co-operation,” he said, “no 
business can succeed and if the general 
agents keep this in mind, the Mutual 
Benefit Life will always be among the 
leaders in the life insurance field.” 

Auditorium a Necessity 

Mr. Hardin also spoke on the two 
wings to the new building, referring to 
the auditorium and the gymnasium. He 
stated that the auditorium was a neces- 
sity of today as the company must have 
some place where all of the employes 
can be assembled for instructions and 
talks upon subjects that were of benefit 
to both employes and company. 

The gymnasium had been added for 
the purpose of giving the employes, both 
men and women, he said, an opportunity 
of taking part in athletics and at the 
same time to help build them up physical- 
ly. The two new additions to the build- 
ing cost but littke when compared with 
the cost of the entire buildinp. 


Mutual Benefit Life which was. 


EASTERN SALES CONFERENCE 





Representatives of New England and 
Eastern New York State of Fidelity 
Mutual Life Hold Sessions 
The New England and Eastern New 
York State Sales Conference of mana- 
gers of the Fidelity Mutual was held in 
the Bellevue Hotel Monday and Tues- 
day, May 2 and 3. The home office of- 
ficials in attendance were: Frank H. 
Sykes, 2nd vice-president and manager 
of agencies; J. Russell Sykes, comptrol- 
ler: Dr. William H. E. Wehner, medical 
director, and Hugh Brown, agency sec- 

retary. 

Keen interest was evidenced regarding 
the details of the new head office build- 
ing which will be completed next month. 
The site contains over 40,000 square feet 
and was chosen and purchased on Phila- 
delphia’s famous Parkway opposite the 
great new Art Museum at the entrance 
to Fairmount Park. The annual conven- 
tion of the company will be held in the 
auditorium of the new building in Sep- 
tember. 

The agencies represented were Rutland 
and Burlington, Vt.; Bangor and Port- 
land, Me.; Hartford, New Haven and 
Ansonia, Conn.; Concord, N. H.; Provi- 
dence, R. I.; Worcester, Springfield and 
Pittsfield, Mass.; Syracuse and Albany, 
NY. 

J. A. Tougas, manager of Providence, 
R. I., who stands No. 1 for the year in 
paid production in the entire country and 
who wrote in excess of one million last 
year, gave an interesting talk on per- 
sonnel organization and systematizing of 
time. 

A luncheon was given by Manager 
Charles R. Tripp of Massachusetts to the 
medical examiners in Greater Boston 
with about twenty physicians in attend- 
ance. Medical Director Wehner’s talk 
on analysis of the medical examiners’ 
report proved instructive. He stated 
that 26% of the disability claims were 
on account of tuberculosis. 

Tuesday afternoon was devoted to an 


agency meeting of the Greater Boston 
agency. Manager Tripp presided as 
chairman. His agency ranks No. 3 in 
the country in volume of paid business 
for the year. The agency force was ad- 
dressed by the home office executives 
and Managers Tougas and Mudgett. 
Mr. Tripp announced the promotion to 
manager of Edward C. Pearson, district 
manager of Malden. Mr. Pearson has 
been leader in production in the Boston 
agency and stands twenty-ninth in paid- 
for business for the entire country. 





SINGS ON INSURANCE PROGRAM 

Sophie Breslau, Famous  Contralto, 

Broadcasts at Travelers Station; John 
M. Holcombe, Jr., Speaks 


Forty-one insurance companies having 
their home offices in Hartford broad- 
casted a radio program from the Travel- 
ers’ station, WTIC, last week. For sev- 
eral weeks .the Hartford Chamber of 
Commerce has arranged programs which 
the different local industries have spon- 
sored. On the insurance program were 
several nationally famous artists, includ- 
ing Sophie Breslau. 

John Marshall Holcombe, Jr., manager 
of the Life Insurance Sales Research 
Bureau, gave a short talk on the history 
and growth of Hartford as the “Insur- 
ance City.” 

During the summer months this sta- 
tion will be silent on Saturday nights in- 
stead of Wednesday. 





CONNECTICUT GENERAL GAINS 


During the first four months of 1927, 
the Connecticut General made a gain in 
regular life insurance of 37% over that 
of 1926. For disability protection with 
life insurance there was a gain of 14% 
for the same period of 1927. It has been 
announced by the company that during 
June special attention will be given to 
increasing the insurance already in force 
on old policyholders. 


————..., 
— 


Group Obligations 


(Continued from page 1) 


with the employe, as opposed to the in. 
surer.” “The insurance was something 
the employer and employe were to ob. 
tain by their joint efforts. It was not 
something the employer was engaged in 
getting as a representative of the in. 
surer.” “There is nothing in the situa. 
tion or conduct of the parties from which 
an implied general agency on the part 
of the employer to make representations 
or waive rights for the insurer could be 
found.” 

It was, therefore, held that the offer 
of proof that the’ employer agreed to 
waive the discharge of the insured em- 
ploye was properly rejected: The rights 
of the parties were fixed when his em- 
ployment was terminated. 

It was also held that the original in- 
surance was not continued 31 days by 
the “Privilege of Continuance” provision 
without any action taken by the in- 
sured. The provision “means a favor 
offered to the insured, which he is at 
liberty to accept or not as he chooses.” 

The claim that the expiration limit 
amounted to a forfeiture was held to be 
without substantial basis. The premium 
was paid weekly. It was for insurance 
while the wages were being earned. It 
is simply a case where the insurance was 
for a term, and the term had expired be- 
fore the loss occurred. 

The fact that in the master policy the 
limit of obligation was stated as termi- 
nating with the close of employment did 
not obligate the insurer to use the same 
form of expression in the individual cer- 
tificate. The form used could not be 
construed as not stating the insurance 
protection plainly and adequately. 

The employment having terminated 
before the insured’s death, and without 
the exercise by him of the privilege of 
continuance, it was held that the as- 
signee of the contracts could not recover 





ODD DTT NINN ONO NO NOON) 


NOD NO NO NOT NONO ONO) NO/ NOON OND NO NODC AU NOT ONTO 




















NY LIC 


INCENTIVES 


and AIDS TO SUCCESS 

















q 
q 






| 
q 





Successful Permanency 


WITH AN ASSURED FUTURE 


Thus, they add to their certain life-incomes substantial commissions from 
new business, secure in the knowledge that they are protected for life. 


Is it any wonder that, measured by usual 
standards, Nylic agents are industrious, 
persistent, satisfied and happy? 


A very unusual incentive for industry and permanency is provided for New York Life Agents 
in the Company’s present agency plans which were first adopted many years ago. 


Time has proven the wisdom of these plans. Many men and women who have stuck to the 
“Nylic” program for 20 years are now assured of a lifeincome, though some of them are still in 
the prime of life. . 


It is noticeable that those who have paid the price of hard work throughout the 20 years now 
take longer vacations and travel more than they formerly did. Yet, the great majority, having 
become accustomed to industry and loving the work, continue to insure their clients even after 20 to 
50 years of service. 











NEW YORK LIFE INSURANCE COMPANY 
346 BROADWAY, NEW YORK 


DARWIN P. KINGSLEY, President 
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ROR ee a ae 
New Home Office Building now being 
erected on the site of the famous old 
Madison Square Garden 
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Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 


Five income cases 


Five written by Penn Mu- 
Income tual men are de- 
Cases scribed as follows in 


that company’s 
“News Letter”: 
No. 1 

Policy provided for the retention of 
the proceeds to provide an interest in- 
come to the Insured’s wife for life, and, 
after death, for the division of the pro- 
ceeds into as many equal shares as there 
are children then living, or then de- 
ceased leaving children then living. It 
was further provided that the share of 
each child of the Insured is to be re- 
tained under Option D, to yield an in- 
terest income until age thirty, one-half 
of the child’s share being paid at age 
twenty-five and the balance at age thirty. 
The share of each child of a deceased 
child (grandchild of the insured) is to 
be held’ until age twenty-one, interest 
only being paid meanwhile. Upon the 
grandchild’s attaining age twenty-one, 
he or she is to receive the entire share 
in one sum. 

There is a proviso that in case of the 
death of a grandchild, his share is to be 
divided equally amongst his brothers and 
sisters; but if all the children of any 
deceased child of the insured should die 
before such child’s share had been fully 
paid out, such share is to be divided 
among the surviving children and grand- 
children, in the same proportion and 
payable in the same manner as the orig- 
inal shares. Likewise, if any child of 
the insured should die without leaving 
children, his or her share would be so 
distributed. 

There is inserted in such beneficiary 
Provisions as this a statement that if 
a beneficiary’s share should be less than 
a certain sum, such share would become 
payable immediately instead of being re- 
tained under Option D 

No 2 

Policy provided for the retention of 
the proceeds to supply an interest in- 
come to the insured’s wife for life, with 
two options given to her. First, to with- 
draw $500 per year, in multiples of $250, 
until the entire proceeds have been with- 
drawn. Second, at any time while the 
alance of the proceeds is in excess of 
$1,000, if the wife has attained age forty, 
te apply such balance under Option B 
or C, to purchase a life income with 
twenty or ten years’ instalments guar- 
anteed. 

The contingent beneficiaries of both 
the unpaid proceeds and of the unpaid 
instalments-certain are a child by the 
first marriage of the insured and all the 
children by the second union. Each 
child’s share is payable in one sum, but 
m case the child is under age twenty- 
five at the death of the wife, and his 
share is in excess of $1,000, the share 
18 retained until the twenty-fifth birth- 
day, interest only being paid to the 
child until he receives his share. The 
Special beneficiary amendment further 


Provides for survivorship among all the 
children, 
No. 3 


ar olicy provided for the retention of 
in Proceeds to supply an interest in- 
ap to the insured’s wife for life, with 
is vw oe to her, in case her only child 
ae d die while she is receiving the in- 





terest income, of applying the proceeds 
under Option B or C. 

The child is named as contingent ben- 
eficiary, with the option of applying the 
proceeds under Option B or C, or of 
receiving only an interest income, so that 
the proceeds will pass into her estate, 
for the benefit of her family, at the time 
of her death. 

No. 4 

Proceeds are to be retained under Op- 
tion D, to provide an interest income 
which is to be accumulated until the in- 
sured’s son has attained the age of eigh- 
teen, when the entire fund will be dis- 
tributed in forty-eight monthly instal- 
ments. 

In event of the insured’s surviving 
until the son has attained the age of 
eighteen years, or older, instalments will 
start immediately at maturity of the pol- 
icy as a death claim, and the son will 
have the right upon attaining age twen- 
ty-two of commuting the remaining in- 
stalments and receiving such value in one 


sum. 
No. 5 


This case provides for the payment of 
the proceeds to the insured’s son in one 
sum, if he has at its maturity attained 
the age of twenty-five years. If he is 
then under said age, he is until that 
time to receive only an interest income, 
excepting that between the ages of eigh- 
teen and twenty-two he is to receive 
with each monthly interest payment suf- 
ficient of the proceeds to make the total 
monthly payments $100 each. 

a. 


* 
The ‘Equitable Life 
Paying No Assurance Society 


Attention To has issued some un- 
Self-Preservation usually attractive lit- 
erature to help pro- 

mote the sale of its Retirement Annuity 
policy. Here are some points made by 
John A. Stevenson, second vice-president 


of the Society, in one of the pamphlets: - 


Self preservation is said to be na- 
ture’s first law. Nevertheless many men 
and women fail to make provision for 
their own support in old age. 

Why should man be the only animal 
in the universe to require nursing at 
both ends of life—at the beginning by 
the past generation and at the end by 
the future generation? 

It is well to remember that there is 
apt to be an old man dependent on you 
some day. He is not your father, nor 
your wife’s father, nor an uncle, nor an 
elder brother, but you yourself. What 
are you laying by for his happiness, com- 
fert and sustenance during the sunset 
days of life? The time to make provi- 
sion for him is now, while you are young 
and strong and prosperous. Later on it 
may be too late. 

It seems almost unbelievable that in 
this most prosperous country of the 
world many of those who reach age 65 
fail to maintain themselves for the bal- 
ance of their lives. Possibly this has 
been due to the lack of a practical self- 
pension plan, as well as to a blind op- 
timism that the future will take care of 
itself. For those who would enjoy lux- 
ury and avoid penury in their old age 
the Equitable Retirement Annuity af- 
fords a scientific, sound scheme for in- 
vesting either small or large sums so as 
to provide a guaranteed life income. 


The State Mutual 


Can’t Afford Life discussing a 
To Take prospect’s budgeting 
$10,000 when he wants 


; 10,000 but does not 
think he can afford it makes this sug- 
gestion to agents: 

The adjustment of the _ prospect’s 
budget is not always an easy thing to 
accomplish. Where you are convinced 
that the prospect likes the plan and that 
he can afford to pay for it, if it were 
planned for in advance, one of the fol- 
lowing suggestions might be used. They 
will also be effective where the prospect 
says “Well I'll take five now and another 
five next year.” 

1. Take his application for the five 
and then ask him if he would like to 
have an option which would force the 
company to take the other five and even 
give him protection for the year (or 
whatever number of years is required). 
Point out the advantages of getting the 
insurance now while he is well, while his 
physical credit is all right. 

2. Take his application for the amount 
he names and order out an automatic 
term to act as a budget adjustment pol- 
icy. If he still holds back say, “All 
right, we can send it back, there is no 
harm done and you might have felt you 
wanted it.” Then as you go out turn 
around and say, “I will keep this in my 
safe until I have to send it back any- 
way, you may still feel that you want it 
and there is no use in sending this back 
before we have to.” Then take the pol- 





icy around after he has had another pay 
check and explain how the policy will 
act as an option on the other insur- 
ance he intends to buy. 

Yer ee 


FIELD CLUB CONVENTION 


The Quarter Million Dollar 1926-27 
Field Club of the Mutual Life of New 
York, composed of representatives who 
have qualified by their production from 
May to May, will hold its twelfth an- 
nual convention on June 22 and 23. The 
meeting will be held in Seattle. 








SIX MEN 


We have six new 
territories for six 
good men under 
real general agents’ 
contracts. 





Address 
The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 
































The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 
Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 
Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 



















satisfaction in so doing. 


limits 10 to 70. 


34 Nassau Street 


You Who Seek Opportunity 


“Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served and 
built to greatness by men who found both success and 


This company writes all standard forms of insur- 
ance and annuities on both men and women. Age 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 
















New York, N. Y. 
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Woods President Of 
Underwriters College 


ITS OBJECTS MADE PUBLIC 
Chartered Life Underwriter Degree 
Explained; Thorough Knowledge of 


Business Essential 








Edward A. Woods, Pittsburgh, is presi- 
dent of the newly incorporated American 
College of Life Underwriters; Guy Mac- 
Laughlin of Texas, who originated the 
idea, is vice-president; Dr. S. S. Hueb- 
ner, as already printed, is dean; E. i. 
Clark, Baltimore, is secretary; F. W 
Ganse, Boston, is treasurer; and E. N 
Ensign of the National Association of 
Life Underwriters, is registrar. 

The objects of the American College of 
Life Underwriters are: 

1. To co-operate with colleges and universi- 

ties in training students for the career of 

professional life underwriter, 
2. To co-operate with educational institutions 
in general life insurance education. 

3. To conduct, if occasions demand, its own 
institution for the training of resident stu- 
dents for the profession of life underwrit- 
ing. p : 

4. To recognize properly qualified life under- 
writers with a professional degree. 

In the event that the American College 
of Life Underwriters conducts its own 
institution for training of resident stu- 
dents the entrance qualifications of such 
institution shall conform to_ those of 
other high grade colleges and universi- 
ties. 


Professional Requirements 

While the college has the right to give 
educational courses of its own, should it 
choose to do so, for the present at least, 
its first object will be to examine life 
underwriters of ability and experience 
who wish to secure the degree of Char- 
tered Life Underwriter, and award this 
degree to those who pass the necessary 
examination and comply with the other 
professional requirements to be deter- 
mined by the executive committee. 

No degree will be conferred upon any 
applicant except upon examination to de- 
temine whether he possesses the thor- 
ough knowledge of insurance that should 
be required of the possessor of such a 
degree, and unless his professional stand- 
ing in other respects is such as to en- 
title him to receive it. The same exam- 
ination will be required of everyone ap- 
plying for the degree. The College 
hopes to assist other colleges through- 
out the United States to give such 
courses as will enable their students who 
graduate and who otherwise meet the re- 
quirements of the American College of 
Life Underwriters, to receive the degree 
of Chartered Life Underwriter. For the 
present, at least, the college will not it- 
self undertake to do what can far better 
be done in the many colleges throughout 
the country which, it is believed, will de- 
side to equip persons for this degree as 
they do for the degree of Certified Pub- 
lic Accountant. 

Examination papers for the degree to 
be given by the American College of Life 
Underwriters itself are in preparation 
and when examinations shall be held, 
and in what cities, will be shortly deter- 
mined. It is the unanimous desire of 
the board that the degree be one that 
means something; that it be given im- 
partially only to those who deserve it, 
and therefore be used only by persons 
whose thorough knowledge of life un- 
derwriting and ethical standards and ex- 
perience justify it. Otherwise it would 
be meaningless and of little value. It 
is expected that the standards will be 
high enough to give anyone securing a 
degree a justifiable pride in acquiring 
the distinction and one that will make 
the public appreciate the superior value 
of the service of those holding this de- 
gree. 


CHARLES W. HOLT DIES 


Charles Wolcott Holt, sixty-six years 
old, purchasing agent of the Connecticut 
Mutual for more than ‘twenty years and 
connected with the company for forty 
years, died suddenly Monday evening at 
his home in Hartford. 





THE SNYDER CASE TO HOLD INDUSTRIAL SESSION 


Insurance Lawyer Makes Some 
Comments Which Are In De- 
fense Of Life Ins. Agents 





First Degree Murder 


Mrs. Ruth Brown Snyder and 
Henry Judd Gray were found guilty 
of murder in the first degree by a 
jury in the Queen’s County Supreme 
Court on Monday for the murder 
of Albert Snyder, the woman’s hus- 
band. The case was exceedingly in- 
teresting to the insurance fraternity 
because $97,000 insurance had been 
taken out on the life of Albert Sny- 
der with Ruth Brown Snyder as the 
beneficiary. 

It is claimed by the prosecution 
that Mrs. Snyder insured her hus- 
band’s life without his knowledge, 
concealing everything relating to the 
insurance; also, that Gray knew of 
the insurance; and the prosecuting 
attorney alleged that their plan was 
to divide the insurance. 











The Eastern Underwriter has received 
the following letter from a life insurance 
lawyer in which he makes some inter- 
esting observations about the Snyder 
murder case in Long Island: 


Editor The Eastern Underwriter: 
Some unpleasant notoriety is being given 
tc life insurance through the widely ex- 
tended reports of the Snyder murder 
trial. Much is being made of the gos- 
sip that large insurance was taken out 
on his life through an arrangement be- 
tween the insurance agent and Mrs. 
Snyder. It is sadly true that the in- 
surance apparently was some incentive 
for the crime in this case. What the 
laymen and even insurance folks over 
Icok is the extraordinary rarity of such 
occurrences. Under normal conditions a 
wife has such an insurable interest in 
the life of her husband that for a great 
many years her right to insure her hus- 
band’s life for her own benefit or the 
benefit of her children has been recog- 
nized both at common law and by ex- 
press statutes in a number of states. 


Since 1840 New York has by statute 
recognized the right of a wife to insure 
the life of her husband for her benefit 
and nearly all the states have enacted 
laws exempting such insurance from the 
attacks of the husband’s creditors. 


_It is not fair nor sensible to stigma- 
tize life insurance because of the unnat- 
ural and abnormal attempted use of it in 
the Snyder case. To say that all good 
things can be abused is to utter merely 
a platitude and to become, in Gellett 
Burgess’ definition, “a bromide.” 


It is astounding to find a disposition 
in the life insurance fraternity to em- 
phasize the part of the agent in the 
transaction. This is cruelly unjust to him 
unless it can be proven that he was act- 
ually a conspirator in arranging for spec- 
ulative insurance. In these days of large 
policies and the relentless urging to pro- 
vide life insurance for estate taxes, busi- 
ness purposes, college endowments, ex- 
tinguishment of bond issues and for 
other purposes there is not necessarily 
anything of a suspicious nature in a wife 
desiring to carry a large amount of in- 
surance on her husband’s life. It will 
be deplorable if the insurance press 
should overlook these considerations or 
color its comment in consonance with 
the sensational emphasis used in the 
newspaper press on. the insurance ele- 
ment in the Snyder homicide. 





60 APPS. IN ONE DAY 


Nathan M. Schrier of the Markel & 
Rosen agency of the Travelers, Will- 
iamsburg, N. Y., wrote sixty applications 
in one day. Practically all of them have 
been accepted and paid for. This is Mr. 
Schrier’s fourth year in the life insur- 
ance business. 





H. C. Welch, American Bankers, To Be 
Principal Speaker Of This Group 
At Ad Conference 


The industrial branch of the insurance 
business will be well represented at the 
Insurance Advertising Conference at 
Hartford, May 22 to 25 inclusive. The 
industrial meeting will take place Tues- 
day morning at which the principal ad- 
dress is to be made by H. C. Welsh, 
agency manager of the industrial depart- 
ment of the American Bankers of Jack- 
sonville, Ill. 

Ten minute discussions will follow on 
the same subject by representatives of 
the following companies: T. J. Mohan, 
division manager, Eureka-Maryland, 
Baltimore, Md.; by. Wm. A. Bennett, 
vice-president, Equitable Life of the Dis- 
trict of Columbia, Washington, D. C.; by 
Howard M. Emmons, vice-president, Mu- 
tual Life of Baltimore; by W. R. Lath- 
rop, secretary and treasurer, Southern 
Life and Health, Birmingham, Ala. 

Following the discussions an open 
forum will be held. 





STAGE SPECTACULAR SALE 





Two Continental Life Of St. Louis Men 
Write 49 A. & H. Policies In 
Early Morning Hours 


A. H. Reed, who has been unusually 
successful in managing the Los Angeles 
accident and health agency of the Con- 
tinental Life, St. Louis, was transferred 
te St. Louis recently where he was given 
the job of organizing a similar agency 
in that city. One of his outstanding 
feats since taking charge has been to 
place insurance on a corps of night 
workers. 

When it was learned that accident and 
health policies were desired by them Mr. 
Reed, together with O. K. Greif, one 
of the agency’s big producers, arranged 
to stay on the job through the night 
with the result that forty-nine applica- 
tions in all were written between mid- 
night and three o’clock in the morning. 





W. C. PECK MANAGER 
The Missouri State Life has estab- 
lished a branch office on the south side 
in Chicago. W. C. Peck is manager. 


He has been in the insurance business 
since 1921. 


— 


WILL NOT BE SEILER 





Minneapolis Man Not To Take Exeq, 
tive Charge of National Association 
Of Life Underwriters 


Otto E. Seiler, manager of th 
Pkoenix Mutual in Minneapolis, is ng 
to be the new executive manager of the 
National Association of Life Unde. 
writers. His name had been mentione 
as the possible appointee by some in. 
surance newspapers. 





SUIT OVER SHOOTING 


Mrs. Ralph Denio, widow oi Ral 
Denio, who died from a gun shot wouni 
filed suit in the district court at De. 
ver, May 5, seeking to collect a $25) 
life policy which was issued to Deni 
two months before his death. ‘The pol. 
icy issued by the Pacific Mutual con 
tains the usual suicide clause, and the 
circumstances attending the shooting oi 
Denio made it appear that in a fit o 
despondency he had shot himself, yet th 


coroner’s jury found that he was shot} 


by “a party unknown.” The insurance 
company has made no statement, merely 
withholds payment thus far. Deni 
died April 1. 





a - BOYS’ CLUB GROUP | 


More than $300,000 worth of life ani 
disability insurance has recently beet 
placed among professional superintent: 
ents and workers of the Boys’ Club Fet- 
eration by the Equitable Society of the 
United States, according to a statemet! 
just made by Arthur T. Burger, secre 
tary of the insurance committee of th 


Federation. Enrollments are increasiti 
daily. To effect group insurance, ptt 


fessional workers, superintendents atl 
permanent employees of the  varioti 
American Boys’ Clubs in the Federatin 
have organized under the name of The 
Boys’ Club Workers Association 0 
America. 





TO RUN FOR MAYOR 

George Ainslie, agent for the Pet 
Mutual at Richmond, Va., will run i 
mayor of that city in the democralt 
primary next year, he announces. It 
filled the office for several terms befott 
connecting with the Penn Mutual two 
years ago. He will remain with thi 
company pending outcome of the cal 
paign. 


—— 





THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 51 million 
Insurance in Force, Over 300 million = 
Payments to Policyholders in 1926, Over 314 million 
Total Payments to Policyholders Since Organization, 
Over 43 million 
JOHN G. WALKER, Chairman of the Board 


BRADFORD H. WALKER, President 





Pennsylvania 





Provident Mutual 


Life Insurance Company of Philadelphia 





Founded 1865 


The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
cational Supervisor, is assisting in the devel- 





opment of new agents. 
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Richard L. Place Book 
On Salary Savings 


SAMPLE TYPE OF SALES TALK 





Four Options Described; How Policy 
Stimulates Thrift and Helps 
Build Up Investments 





Richard L. Place of the Aetna Life 
has written a book on “Selling the Sal- 
ary Insurance Plan,” which gives a clear 
and illustrative picture of how to sell 
this type of insurance, and the book also 
tells how not to sell it. The publishers 
are F, S. Crofts & Co. of New York. 

Mr. Place gives the following illustra- 
tion of a sales talk which has proven 
effective : 

“Mr. Employer, the feature of the Sal- 
ary Insurance Plan is what we call a 
retirement income bond, a name used 
to denote the form of life insurance com- 
monly known as ‘Life Income,’ ‘Pension’ 
or ‘Endowment at 65 Insurance.’ (This 
can be given other names, such as sav- 
ings bond, old age income bond or pen- 
sion bond.) 

“This bond is given to the employe 
after his application for it has been re- 
ceived and approved, and after he has 
made his first deposit. The deposits are 


f arranged in convenient monthly install- 
* ments, so that while the employe is pay- 


ing for the bond he is saving regularly 
a nominal portion of his earnings. He 
continues to make deposits until he 
reaches the normal retirement age 
(usually age 60 or 65) and then the bond 
automatically matures, and he either sur- 
renders it for a substantial sum in cash, 
or draws from it a guaranteed monthly 
income for the rest of his life. One of 
the mest attractive features of this bond 
is its elasticity. ‘It is so flexible that it 
literally provides for every contingency 
which might arise during the lifetime of 
This is accomplished by 
the various options which are given the 
employe to choose from when he reaches 
the retirement age. 
Profitable Investment and Stimulates 


Thrift 


“These will demonstrate not only the 

quality of the bond as a profitable invest- 
ment, but the more important fact that 
it will meet the average man’s require- 
ments in a way that no other similar 
form of thrift possibly could. 
_ “For example, let us suppose that the 
everage employe is about 35 years old, 
that he appreciates the necessity of sav- 
ing for the future, and that he would 
like to make provision for obtaining a 
guaranteed income, or pension, of $100 a 
month to be paid to him when he 
teaches the age of 60. It is quite prob- 
able that he will continue to work ac- 
tively until he is 65, but he does not wish 
to take any chances, and feels that it 
will be safer if he can be sure of hav- 
ing the money when he is 60. Let us 
see what the Salary Insurance Plan can 
do for him—what it would mean to him 
it he were to subscribe to a retirement 
Income bond. 

; When E ploye Reaches Sixty 

At the age of 35, and for a bond 
which will guarantee a monthly income 
of $100 for life commencing at age 60, 
the annual deposit required is $400.10 (we 
" quote the annual figures, even 
one hen deposits would be payable 

y, tor the sake of easier and clear- 
et computation). This would mean that 
df the time this emplove is 60 years 

Id he will have deposited a total of 
> X $400.10, or $10,000 in round figures. 


























<< | sm 


He has deposited, you see, over a period 
of twenty-five years. 

“Ten thousand dollars, therefore, rep- 
resents his total investment in the bond. 

“At age of 60, and upon maturity of 
the bond, our Company will give him 
four options from which to choose. He 
will not have to decide in advance which 
of these options he will exercise. We 
allow him to wait until he is 60 years 
old, for he can best be governed by con- 
ditions which exist at that time. 

“Ist option :—We will guarantee to pay 
him an income of $100 a month, com- 
mencing at age 60, for as long thereafter 
as he may live. This would amount to 
$1,200 a year guaranteed, or approxi- 
mately 12% return on his investment of 
$10,000. 

“Furthermore, we guarantee to pay 
this $100 a month for at least nine years, 
either to the employe or his dependents, 
and as long thereafter as the employe 
may live. For it would not be fair if 
we were to pay for only a year or two, 
and then stop payments in case the em- 
ploye died after age 60. We protect his 
family by continuing the payments to 
them up to and including the ninth year. 
This means that we are obligated to pay 
back at least 9 X $1,200, or $10,800, and, 
of course, if the employe lives to be 75 
or 80 we pay him considerably more than 
that. In fact, if he should live to be 80 
vears of age we will pav him 20 X 
$1,200, or a total of $24,000—which 
amounts to a profit of $14,000 on his in- 
vestment. This feature, therefore, is ab- 
solutely a live to win proposition. 

“Possibly the thought is running 
through your mind that we have not fig- 
ured in the interest on the employe’s de- 
posits, and that if we were to do so it 
would aggregate considerably in execss 
of $10,000. Very true. There is a rea- 
son why we have not figured the interest 
in, and we believe that you will agree 
that we are justified in not doing so. 
Our reason is that we charge the inter- 
est off to pay for the protection feature 
which is included among the terms and 
conditions of the bond. This feature is 
a very valuable one, for it guarantees 
that in the event of the employe’s death 
before age 60, we will pay the entire 
amount he intended to save ($10,000) to 
his wife or dependents, even though he 
may have lived only long enough to 
make one monthly deposit. It provides 
for his family to be taken care of in case 
he should die, and for himself to be 
taken care of in case he lives. This 
again is an illustration of the flexibilitv 
of the bond. We are sure that you will 
agree that the interest on the deposits 
is a very nominal charge indeed for the 
protection feature.” 

Don’t Be Too Technical 


(Note :—It is never well to become too 
technical in the preliminary presentation 
of a proposition. Do not become im- 
mersed in figures, but rather endeavor 
to illustrate in a simple way that the 
prospect can understand. In the pre- 
ceding paragraph we have stated that the 
interest on the deposits is charged off to 
cover the cost of the protection feature. 
This is, of course, not strictly the case, 
but it serves to establish the fact in the 
prospect’s mind that there is a protec- 
tion provision in the income bond, that a 
charge is made for this provision, but 
that the charge is nominal in proportion 
to his investment’as a whole. It also es- 
tablishes his investment [using age 35] 
as $10,000 in round figures. It is impor- 
tant to satisfy the prospect that this is 
reasonable before continuing with a com- 
parison of cash values and other benefits 








with the total sum invested. We have 

used this method repeatedly, and can say | 
without reservation that few, if any, ob- 
jections have been raised by prospects. 
Anticipating the objection by explaining 
that the interest on the deposits takes 
care of the charge for the protection fea- 
ture sets the prospect’s mind at rest on 


“CAPITAL RETURN!” 
A CANADA LIFE POLICY 


This special plan of insurance 
returns Every Dollar of Annual 


this point and strengthens the inter- Premiums at the End of 20 
view.) Years along with substantial 
“2nd option:—When the employe profits, meanwhile providing pro- 


tection for the full face of the 
policy. Total Disability and 
Double Indemnity features may 
be included if desired. 

For particulars of this “big 
seller” inquire of 


HERBERT W. JONES | 
Manager, New York City 
110 WILLIAM ST. 


Beekman 4048—6691 


reaches the age of 60 he may have some- 
one dependent upon him. He may not 
wish to take maximum income himself, 
but instead continue the protection fea- 
ture, and at the same time receive a cer- 
tain amount of cash and a nominal in- 
come. Under the terms of this option 
he can do so, and the bond will guar- 
antee him the following: 

“*(a) $10,000 full-paid.’ (This will be 
held for him by our company, and either 
paid to his beneficiary in the event of 
his death at any time after age 60—or 
he himself may collect it at any time he 
may desire to after age 60. In other 
words, it will be just as though he had 
the $10,000 in a safe-deposit vault, for it 
will be subject to his control.) 




















Represents a Bonus of $3,800 


“*(b) $3,800 in cash—payable to him 
at age 60.’ (This literally represents a 
bonus of $3,800 over and above his in- 


SALES HELPS 
Lack of Knowledge is 


vestment of $10,000, for the capital sum Costly. 

invested is maintained in accordance * 4: : . 

with (a) outlined above.) We Specialize In Life 
“(c) An income of $480 a year ($40 Ir s arance. 


a month) as long as he may live after 
age 60, provided the principal sum shown 
under (a) is left with our company and 
not withdrawn by him. This income is 
not guaranteed, but is subject to the 


Let Supervisors of 
Long Field Ex e-i- 
ence help you vu it’ v 


rate of interest paid by the company on out Cost. 
funds left in their keeping.” 
(Note :—It can be pointed out that THE WILLARD REGAN 
$480 a year represents 4.7% interest on 
the $10,000 invested. This is more than AGENCY 


he could obtain in the average savings 
bank, and this does not include the $3,- 
800 which we give him in cash.) 

“3rd option :—$13,800 in cash payable 
at 2¢e 60.’ 

“It might be that the employe would 
want to get the entire amount due him 


CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
100 East 42nd St., New York 

Telephone: Ashland 5454-5 




















What's Ahead ? 


If the answer does not satisfy, learn the advantages of a 
contract with Fidelity. More than 36,000 direct leads a 
year from Head Office lead service. 


Fidelity is a low net-cost Company, operating in forty- 
states. Full level net premium reserve basis. -Over 
$325,000,060 insurance in force—growing- rapidly. 


The Fidelity Mutual Life Insurance Company 


WALTER LeMAR TALBOT, President PHILADELPHIA 





| Write for our booklet ‘‘ What’s Ahead ?’’ 











PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 


Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 
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Established 1860 Under the Laws of the State of New York 





Tel. RECtor 7501 
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in accordance with the terms of the bond 
in cash. This he could do under this 
3rd option, obtaining a sum $3,800 in 
excess of his investment. If the em- 
ploye were in poor health at age 60 it 
might be better for him to take the cash 
settlement. 

“4th option:—If the employe can fur 
nish evidence of insurability at age 60, 
he may continue the protection feature, 
in the form of a paid-up policy, and still 
receive a substantial amount of cash in 
addition. This would figure as follows: 

$10,000—paid-up life insurance. 

$7,500—cash payable at age 60.” 

(Other variations can also be worked 
out. For instance, the amount of. paid- 
up insurance could be determined in ac- 
cordance with the insured’s wishes, and 
then the amount of cash would vary in 
proportion. This is based, of course, on 
applying all, or part, of the cash value of 
$13,800 to the purchase of paid-up insur- 
ance at age 60. Use single premium at 
age 60, and then subtract from cash val- 
ue to determine amount which would be 
paid to insured in cash.) 

Options’ Broad Cover 


“There, Mr. Employer, are the four op- 
tions under the bond. You can see, I 
believe, that they cover practically every- 
thing that might arise, whether antici- 
pated or unforeseen. In accordance with 
these provisions, the bond protects the 
employe’s family in the event of his pre- 
mature death, it protects him by guaran- 
teeing him a steady income in his later 
years, and at the same time it gives him 
an option of continuing his life insurance 
protection if he cares to do so, receiving 
at the same time either a medium-sized 
or nominal amount of cash himself, and 
a portion in monthly income if he should 
desire it under Option 2. 

“In the event of his premature death, 
his family naturally collect more than he 
has deposited, for they receive the full 
$10,000. 

“If he lives to be age 60, he is bound 
to receive himself more than he has in- 
vested, Under Option 3, for instance, 
he may take $13,800 in cash which rep- 
resents a profit of 38% on his investment 
of $10,000. 

“Tf he elects the maximum income fea- 
ture ($100 a month for life commencing 
at age 60) we again agree to pay back 
more than he has invested, and here it 
is a case of ‘the longer he lives the more 
he collects.’ 

Closing Argument 

“There is just one more thing we 
would like to tell you about this bond, 
and possibly this may answer a thought 
which you have had in your mind while 
we have been talking. We want to show 
you how an employee couldn’t lose on 
this proposition even though he might 
have to discontinue his deposits before 
carrying them through to the maturity 
of the bond. For example, let us sup- 
pose he could only continue them for a 
period of ten years, or until he was 45 
years old. That, we believe, is a fair 
illustration. 

“At the end of that time, and over the 
period of ten years, he would have de- 
posited a total of $400.10 X 10, or $4,000 
in round figures. Remember, we are not 
counting in the interest on his deposits, 
for that goes to pay for the cost of the 
$10,000 protection feature which is in- 
cluded in the bond. 

“At the end of this ten years, we 
would allow him to discontinue his de- 
posits, we would continue to protect him 
for $10,000 throughout the remaining fif- 
teen years, until he became 60 years old, 
guaranteeing to pay this full sum to his 
beneficiary in the event of his death at 
any time before age 60, without charging 
him another cent, and then when he 
reached the age of 60 we would pay him 
$4,620 in cash—or a profit to him of $620 
over and above his investment of $4,000 
—plus the life insurance protection which 
he would have had during the fifteen 
years.” 

(Note:—This option may be found in 
the rate-book under the heading of 
“Pure Endowment” at the end of any 
given year.) 

“Mr, Employer, the Salary Insurance 


V. P. Whitsitt to Succeed 
Dunham as Attorney 


LIFE PRESIDENTS’ ASS’N CHANGE 





Has Been Assistant Secretary of Asso- 
ciation Since 1922; Career in Law, 
Education and Insurance 





Frederick G. Dunham has been suc- 
ceeded as attorney of the Association of 
Life Insurance Presidents by Vincent P. 
Whitsitt, who has been with the asso- 
ciation since 1920, and has been an as- 
sistant secretary since 1922. 

Mr. Whitsitt is a native of Salem, Ind., 





’ ‘ 
Copyrighted by Underwood & Underwood 
VINCENT P. WHITSITT 


attended the public schools of that state, 
and after being graduated from the high 
school at New Albany, Ind., entered De 
Pauw University at Greencastle. He was 
graduated from De Pauw in 1914 with 
an A.B. degree. He was for a year head 
of the History and Civics Departnient 
of the high school at Martinsville, Ind., 
and for about a year and a half was con- 
nected with the Grain Dealers’ National 
Mutual Fire Insurance Co., Indianapolis, 
both at the home office and as_ special 
agent in the field. 

In 1916 he entered’ Columbia Univer- 
sity Law School. In 1917 he left the 
Law School to volunteer for military 
service and was assigned to an officers’ 
training camp. Upon completing the 








Plan will enable you to offer to each of 
your employes a real opportunity to save 
with a system on a convenient and eco- 
nomical basis. This retirement income 
bond will appeal to them as adapted to 
meet their needs. It will relieve you of 
moral obligation in the event of death, 
total disability, or old age of any of 
your employes. For you will be giving 
them all a chance to provide for them- 
selves, with your co-operation, under the 
plan. Although I have not mentioned 
the disability feature in the above illus- 
tration, it is highly important, and can 
be included with the other provisions of 
the retirement income bond at a very 
slight additional charge. Your employes 
will truly appreciate an opportunity to 
provide for themselves and their depend- 
ents on such a favorable basis. 

“As you can see, the bond is a live, 
die, or quit proposition. You cannot 
lose—you are bound to win. This is but 
one of the many attractive savings and 
protection plans which would be offered 
to your employes under the Salary In- 
surance Plan. They would have others 
to choose from. Our purpose would be 
to analyzé each employe’s circumstances 
and needs: then prescribe the form of 
thrift or protection contract best suited 
to meet his requirements.” 


P. M. Fraser To Head 

N. Y. Life Underwriters 
WUERTH CHIEF COMMITTEEMAN 
Frank H. Davis Defends Production 


Campaigns Based Upon Sentiment; 
J. C. McNamara on Salesmanship 








Peter M. Fraser, brilliant young gen- 
eral agent of the Connecticut Mutual, 
has been nominated president of the Life 
Underwriters’ Association of New York. 
The first, second and third vice-presi- 
dents are to be J. Elliott Hall, Penn Mu- 
tual; Leon G. Simon, Equitable Society 
and author of a book on inheritance tax 
insurance; and Clancy D. Connell, Provi- 
dent Mutual. William M. Carroll, Berk- 


shire Life, was nominated secretary- 
treasurer. The chairman of the execu- 
tive committee will be Gustave C. 


Wuerth, Northwestern Mutual. 


Other executive committeemen will be 
as follows: 

W. E. Barton, Union Central; L. A. Cerf, Tr., 
Mutual Benefit; Max Cooper, New York Life; 
G. Eubank, Aetna Life; Harry Gardiner, 
John Hancock; J. P. W. Hardy, Mutual Life; 
Mervin Lane, Equitable; Brooks Logan, Fidel- 
ity Mutual; H. J. Reinmund, Phoenix Mutual; 
John C. McNamara, Guardian Life; Leo Saum, 
Mutual Life; R Simons, Home Life; 

J. Sisley, Travelers. 

The nominations were read at the 
May banquet on Tuesday night at the 
Astor. It was Ladies’ Night with more 
than a hundred women attending. The 
principal speakers were Frank H. Davis, 
vice-president of the Equitable Society, 
and John C. McNamara, manager of the 
Guardian Life. Both went over well. 


Defends Campaign of Sentiment 


Mr. McNamara gave some valuable 
selling philosophy and suggestions and 
Mr. Davis highly praised the agency 
force of the country, and discussing their 
responsibilities said their particular job 
was to create as favorable an impres- 
sion as they could for the institution of 
life insurance. He discussed feelingly 
the recent Judge Day Drive, saying the 
agents were not motivated by desire for 
material rewards but made their splendid 
record because of the esteem and affec- 








course, he was commissioned as first lieu- 
tenant in infantry. Next he was trans- 
ferred to the Air Service, doing work 
in aerial gunnery. He was shortly pro- 
moted to captain and for seven months 
had charge of the aerial gunnery school 
near Houston, Tex. At the close of the 
war, he returned to Columbia Law 
School and was graduated in June, 1920, 
with the degree of Bachelor of Laws, 
and was admitted to the New York Bar 
in November, 1920. In August of that 
year he became connected with the as- 
sociation. His activities have been de- 
voted to field and legal work. 

Mr. Whitsitt is a member of the New 
York County Lawyers’ Association, the 
Columbia University Club, the Univer- 
sity Heights Tennis Club and the Town 
Hall Club. ; 


tion they had for the head of the Equi. 
table. He had no patience with’ what 
he called “cynics,” who look upon such 
campaigns as mawkish, over-sentimental, 
unworthy or damaging to life insurance 
production in the long run. 

“Let the cynics talk as they want about 
sentiment in business as motivating 
agents,” he declared. “It is something 
of which agents need not be ashamed, 
hee can't register feeling unless yoy 
eel. 





MOTHER WEEK 





Effective Literature Prepared for Orville 
Thorp Agency of Kansas City 
Life in Texas 

The Rev. L. D. Young of Dallas, Tex, 
prepared for the Orville Thorp agency 
of the Kansas City Life at Dallas a most 
effective piece of literature which the 
agency is issuing during “Mother” 
month, The first paragraph reads as fol- 
lows: 

“God in His goodness has given w 
another golden opportunity in which to 
express our love and devotion to the one 
we love best With wistful longing our 
eyes turn to the old home, where she 
stood as a sentinel, watched and served 
like a goddess. We would turn to chilt- 
hood’s happy hour and run again to 
Mother, who would heal the hurt and 
wipe the tears away.” 


SYSTEMATIC SAVINGS 

“Human Relations,” publication of the 
Independence Companies of Philadelphia, 
contains an article on “Systematic Sa- 
ing as a Form of. Insurance,” writer 
by James M. Willcox, president of the 
Philadelphia Saving Fund Society ani 
a director of the Independence comp 
nies, and Mary B, Reeves, manager of 
the industrial and school savings depart: 
ment of the Philadelphia Saving Funl 
Society. 








TO DEVELOP MID-WEST FIELD 

Donald J. Henry, who has joined the 
Sun Indemnity as home office represet- 
tative for Michigan, Ohio and Indiana, 
will have as his chief purpose to de 
velop the company’s mid-west field. He 
is an experienced casualty man, having 
been with general agencies of both the 
Travelers and the Aetna Life in the 


middle west. 





AID AT NAVAL BALL 
A number of women from the Homt 
office of the Metropolitan Life acted # 
partners to sailors of the United States 
Navy at a ball given this week in hon0t 
of the visit of the combined Atlanticatl 
Pacific fleets to New York City. 





FALLER OPENS AGENCY 
The Guardian Life has opened a nef 
eral Motors Building, under the manage 
general agency in New York in the Let: 
ment of James Faller, it was announce 
last week. 


The Gulf States Mutual Life of Dit 
las, Tex., is being organized. 











POTENTIAL AGENCY MANAGERS 


Do you aspire to become a real agency manager? 
The Lincoln National Life agent is taking steps to realize his ambition. A 


thorough training course in conjunction with the wise counsel of experienced pro 
ducers is preparing him for a bigger opportunity. 


: Zest is added to his work for he knows that the Lincoln National Life gives 
its agents preference in the selection for important. positions. ; 


He is planning for the years ahead—alert for the greater opportunity which 







his ability and ambition warrant. 






| 
| 













“Can You Measure Up?” our booklet for general distribution | 
tells our story about Lincoln National Life ideals and activities. | 
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Lincoln Life Building 


















More Than $470,000,000 in Force 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 


Fort Wayne, Indian 
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More Thought, Less Talk 
Needed, Says Duffield 


BIG DINNER OF PRUDENTIAL 








Right Living By Individuals, Not Co- 
ercive Dictative Action, Is 


Best Way Out 


More than a thousand field representa- 
tives of The -Prudential attended the 
banquet last week which wound up the 
1927 business conference of the company. 
The brilliant list of speakers included 
President Duffield, Governor Moore of 
New Jersey, Major-General Charles P. 
Summerall, the Rev. Dr. S. C. Parker 
of Toronto and Judge Harold B. Wells 
of Bordentown, N. J. 

President Duffield was presented with 
a basket of flowers by the older “Top- 
Notchers” of the company. 


Nation In State of Evolution 


In his talk Mr. Duffield discussed the 
present temper of the nation, including 
current development and evolution along 
governmental and legislative lines. Many 
of the old traditions are being shattered; 
many ideals are being destroyed and 
there is great unrest. He made a plea 
for sound judgment and logical thinking, 
saying that the problems confronting the 
nation cannot be solved by cynicism. He 
criticized scoffers, especially those who 
ridicule religion, who would tear down 
the constitution and those who sneer at 
the best traditions of the past. The ba- 
sic laws of political economy still im- 
press themselves on thousands who will 
be guided by them. He is opposed to 
coercive regulation of conduct, as he 
firmly believes in each individual setting 
up a high standard of his own to which 
he should adhere. There is too much 
talking by those who do not think; too 
little thinking by those who talk. 

Mr. Duffield concluded by saying that 
we should so live our lives that we 
should recognize the fact that all men 
are our brothers and as brothers they 
have claims upon us. 


Farm School Lunch 


(Continued from page 3) 





erished city boys into trained farmers. 
It is non-sectarian in student body and 
in faculty and tuition, board and room 
are given free to those applicants be- 
tween the ages of 16 and 21 who prove 
acceptable by the faculty. The course is 
for three years of eleven months a year, 
including several high school subjects. 
Those at Insurance Lunch 
Among the insurance men present at 
the Frank H. Davis lunch were Shep- 
pard Homans, Leslie York, Equitable 
Society; Julian S. Myrick, Mutual Life; 
is Elliott Hall, Penn Mutual; Robert 
Lynn Cox, Metropolitan Life; T. Louis 
Hansen. and John C. McNamara, Guar- 
dian Life; Charles B. Knight, Union 
Central; Joseph D. Bookstaver, Travel- 
ers; Jesse S. Phillips, Great American 
Indemnity, and Vincent Cullen, Fidelity 
< Deposit. 
_Ben Gray, executive chairman of the 
National Farm School told the history of 
the school which was founded thirty 
years ago and which now has 1,200 acres 
under intense cultivation. 
= aee E. Tarbell, a director in the 
“quitable Society, and former vice-presi- 
dent, told of the necessity of developing 
pied race of farmers to take the place 
ag from the farms who go to the 
Paul Rosenthal of Ladenburg, Thal- 
mann & Co., told why many city boys 
— be much better citizens and much 
A if they became farmers. 
“gd Davis discussed the farmer from 
“i standpoint of guaranteeing food sup- 
— for future generations. He called 
: the backbone of the nation. 
All the insurance men present agreed 


to serve on the insurance committee. 


TWO PROMOTIONS 


George W. Skilton Made Comptroller 
and Walter Bjorn Manager by Group 
Division of Connecticut General 

At a recent meeting of the board of 
directors of the Connecticut General, 
George W. Skilton was made comptrol- 
ler of the company. He came to the 
company in 1923, as superintendent of 
the group department, after several 
years’ experience with the Travelers. In 
February, 1926, he was appointed assist- 
ant secretary of the same department. 

It has also been annouced that Walter 
Bjorn has been appointed superintend- 
ent of the group department. Mr. Bjorn 
joined the company in 1921 and has since 
been engaged in research work and in 
the actuarial department. 


LIBRARIANS TO MEET 


The Special Libraries Association, com- 
posed of business and professional libra- 
rians and including insurance librarians, 
will meet in Toronto, Canada, June 20. 
The association was organized 18 years 
ago to develop the field of the financial, 
medical, insurance, newspaper or com- 
mercial librarian. 


CANADIAN BOOK 


The Canada Life Reports for 1926 of 
the A. N. Best Co. have been published. 

























The Colonial Life Insurance Company of America 


Industrial Life Insurance— 
. Especially Attractive and Favorable to the Insured. 
Ordinary Life Policies— 


All forms of Life, Limited Payment and Endowment, containing attractive 
and novel features, with High Values at Low Cost. 


Give Agents Unusual Money- Making Opportunities 


Officers 

Geo. T. Smith, Vice-President E. J. Heppenheimer, President E. C. Wise, Treasurer 
Chas. F. Nettleship, 2nd Vice-President Drown, Secretary 
Home Office—Jersey City, N. J. 



































New Increased Dividend Seale 
Effective January 1, 1927 


_ New England Mutual Life Insurance Company 


Boston, Mass. 









This Company is now in the very 
Forefront on Low Net Cost 














Why You 


Should Represent 
The Missouri State Life 





ing greater. 


HE MISSOURI STATE LIFE is one of the fastest growing life insur- 
ance companies in the United States—a great Company daily grow- 


Its multiple line of Life, Accident and Health, and Group insurance multi- 
plies your opportunity for success. 

Its central location, with Home Office in Saint Louis, ‘the city surrounded 
by the United States,” means minimum of time in handling applications, 
claim settlements, .and all matters of correspondence. 

Its complete organization, thoroughly departmentized, offers unexcelled 
service to both Agents and policyholders. 

Its Branch Office service, available in twenty-six of the principal cities of 
the country, extend to field men the personal co-operation of trained repre- 
sentatives in each of its multiple lines. 

Its progressive pioneering spirit makes it a most desirable company for the 
live, forward looking agent to represent and its new, liberal policy forms 
offer attractive selling plans. 

Its substandard department greatly extends the Agent’s possibilities for 
\riting profitable business at most favorable rates. 

A connection with the Missouri State Life offers you an unusual opportu- 
nity to become the master of your own affairs and to increase your earn- 
ings from year to year. 

The Company is anxious to make connections with high-grade ambitious 
men and to assist them to become their own masters in building up a 
clientele of their own. 

If you are interested in establishing yourself in a pleasant, profitable busi- 
ness, we shall be glad to hear from you. 


INSURANCE IN FORCE MARCH 31, 1927 


$681,823,819.00 





LIFE 





A great Company daily growing greater! 
Missouri State Life Insurance Company 


} M. E. SINGLETON, President 
ACCIDENT 


Home Office, St. Louis 
HEALTH GROUP 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 
newspaper. Telephone number: Beek- 
man 2076. 





Subscription Price $3.00 a year. Single 
copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 








A SPENDITURE ECONOMY 
Money spent for insurance is not 
money tossed into a stream. It is the 
life preserver which holds you up until 

rescued when you yourself fall in. 





NEW BOOK ON INSURANCE AND 
THE WAR 

Another interesting volume has been 
added to the economic and social history 
of the World War series, which is pub- 
lished by the Oxford University Press 
and the Yale University Press, under the 
auspices of the Carnegie Endowment for 
International Peace. Called “War & In- 
surance,” it is part of the British series. 
The chapters are by Sir Norman Hill, 
Sir William Beveridge, Sir William 
Schooling, Sir A. W. Watson and others. 
These subjects are reviewed: State In- 
surance Against War Risks at Sea; Fire 
Insurance During the War; Effect on 
British Life Insurance of the European 
War. 

The State scheme of insurance against 
war risks at sea, which is described in 
the first paper by Sir Norman Hill, was 
in substance a war measure. The risk 
with which it dealt—damage by warlike 
action—had been habitually excluded in 
all ordinary contracts of marine insur- 
ance. The fear that outbreak of hostili- 
ties might drive every British ship to 
harbor and so cut off instantaneously the 
flow of indispensable imports had long 
occupied the minds of those who, in that 
country, had to consider the eventualities 
of war, but this consideration had not, 
till the eleventh hour and fifty-ninth 
minute before the 4th of August, 1914, 
led to the definite adoption of any plan 
for preventing this disaster. 

How, up to the Thursday before the 
actual outbreak of war on Wednesday, 
it still seemed uncertain whether any, 
and if so, what plan would be adopted, 
how on Sunday midnight the decision 
was at last announced, and how under 
the scheme, ships continued to voyage 
and the premiums required to cover the 
risks fell steadily for more than two 
years, is dramatically told by Sir Nor- 
man Hill. With the end of 1916 the tide 
turned and the progress of the subma- 
rine campaign is marked by rises of pre- 


miums and losses made by the insurance 
funds till shipping control was completed 
in August, 1917. Few, after the event, 
will doubt that the State scheme of in- 
surance against war risks at sea served 
its immediate purpose well, but at least 
as striking as Sir Norman Hill’s account 
of the insurance scheme’s success is his 
reference to its dangers. By a false 
sense of security, insurance here, as 
elsewhere, may easily lead to postpone- 
ment of effective measures of prevention. 

State insurance against war risks by 
sea was required to fill a gap excepted 
in ordinary underwriting contracts. On 
land two similar gaps appeared. One 
was the exception of damage due to civil 
riot; this was covered without State in- 
tervention by an extension of the ordi- 
nary policies for additional premiums. 
The other gap was the exception of dam- 
age by warlike action; this led to the 
introduction in July, 1915, of a State 
scheme of voluntary insurance against 
aircraft with or without the risk of naval 
bombardment. In this the State took the 
risk, using the insurance companies as 
agents; the State further, from Septem- 
ber, 1917, in effect granted universal free 
insurance up to £500. In this field also 
the original estimate of the risk proved 
fortunately to be excessive. Though the 
premiums were halved after February, 
1917, the Government on the whole 
_transaction made large profits; the pre- 
miums paid up to the end of 30th Novem- 
ber, 1918, were more than £13,000,000, 
and the claims paid and outstanding 
were less than £3,000,000. 





ENJOIN IOWA EXCLUSION 





Six Companies In Carnegie Trust Fra- 
cas Win Temporary Victory Over 
Yenter In Federal Court 


Six Eastern companies that have re- 
fused reinsurance payment to the South- 
ern Surety in the Carnegie Trust con- 
troversy won a temporary victory this 
week in their court fight against the 
edict of Ray Yenter, commissioner of 
insurance in Iowa, who had withheld 
from them licenses to do business in 
that state. 

It will be remembered that these com- 
panies in refusing payment to the South- 
ern Surety asserted that they had a 
bona fide, honest defense based upon 
facts which they believed constituted a 
defense to the cause of action set up in 
the petition of the Southern Surety. 

The temporary injunction was granted 
by Judge Charles B. Davis in the Fed- 
eral court, Des Moines, and was made 
contingent upon the posting of $5,000 
bonds by each company. 

The following companies are. con- 
cerned in the matter: the Fidelity & 
Casualty, Ocean Accident and Guaran- 
tee; Columbia Casualty; General Rein- 
surance; the Independence Indemnity 
and the Massachusetts Bonding. 





Miss Evelyn F. Decker, who has been 
secretary to Vice-President Curtis W. 
Pierce of the America Fore companies 
for a number of years, has been put in 
charge of the newly created stenographic 
department in the America Fore home 
office. Miss Decker will supervise the 
work of twenty-one stenographers. 

e 56 pt 

Howard S. Nulton, former special 
agent for the Niagara with Richmond 
headquarters, has just completed a pleas- 
ure trip around the world and is back 
in Richmond, Va. He has yet to an- 
neunce his plans for the future. 

os 

President R. R. Brown, of the Ameri- 
can Surety, is now on a two weeks’ 
pleasure trip to Florida. 























EDGAR W. CARR 








J. O. HOOVER 








Edgar W. Carr’s promotion last week 
to the position of New York manager 
of the Maryland Casualty under Resi- 
dent Vice-President J. Ives Barton is in 
recognition of his ability to step into an 
important niche in the Maryland’s staff 
on short notice and make good. 

When John M. Richardson resigned 
this post a few months ago Mr. Carr 
came up from Baltimore, filling in to all 
appearances until a permanent manager 
could be decided upon. 

Mr. Carr joined the company in 1906 
as a junior clerk in its claim depart- 
ment. Two years later he was given his 
first advancement into the liability de- 
partment at the home office. His abil- 
ity to grasp liability underwriting pro- 
cedure was soon afterwards recognized 
and he became first an underwriter and 
then supervising underwriting in the 
compensation and liability departments. 
Finally, he was made assistant manager 
of the department, from which post he 
leaves to take up his new work. 

+: OE 


Frank J. Price, manager of the pub- 
licity department of The Prudential, and 
a successful author of short stories, has 
sold seventeen stories to “Flynn’s Maga- 
zine,” all having an insurance angle to 
them. 

ee Sve 

L. R. Palmer, conservation engineer for 
the Equitable Life Assurance Society of 
the United States, New York City, has 
tendered his resignation as a member of 
the Casualty Council of the Underwrit- 
ers’ Laboratories because of frequent 
long trips from his office. 

a ee % 


Paul B. Sommers, vice-president of the 
American of Newark, has returned from 
an extended trip from the Pacific Coast 
and southern states. 

a 

Albert W. Sisk, the new resident vice- 
president of the Commercial Casualty on 
the Pacific Coast, has been in the in- 
surance business about nineteen years. 
He obtained his first experience with the 
Fidelity & Deposit, serving in various 
capacities from 1908 to 1915, and gaining 
a general knowledge of underwriting. 
During this time he completed his law 
course. 

He then joined the Globe Indemnity 
and had charge of its surety claim de- 
partment and contract division for about 
five years. Mr. Sisk’s most recent con- 
nection was with the Standard Accident 
where he was manager of fidelity and 
surety at the home office. 


“elers in Greater New York. 


J. O. Hoover is the new manager of 
the life insurance division of the Trav- 
He went 
with the Travelers as field assistant in 
Illinois in 1915; was called to the home 
office as agency assistant in June, 1917; 
was promoted to be assistant superin- 
tendent of agencies at the beginning of 
1921. He has been one of the senior 
members of the staff of agency officers 
under Superintendent of Agencies H. H. 
Armstrong. 


* * * 


Constant Titus, one of the leading pro- 
ducers of the Aetna Life in this city, is 
none other than the former champion 
sculler. In 1901 Mr. Titus astonished 
the sporting world by establishing a rec- 
ord on the Schuylkill river at Philadel- 
phia by making a mile and a half in 
nine minutes and forty-six seconds. This 
record has not been equalled since. 


* * * 


J. Henry Small, of 725 World building, 
New York City, whose father insured 
the life of Abraham Lincoln, and who 
has himself had a speaking acquaintance 
with six presidents, is the holder of 
many records in the insurance world. He 
is 84 years old. At present Mr. Small 
is devoting a large share of his time and 
energy to aid the 1927 Salvation Army 
Maintenance Appeal which is sccking 
$512,000 during the month of May to sup- 
port the religious and philanthropic ac- 
tivities of the Army during the coming 
year. He has accepted a captaincy i 
the life insurance division of which Ha- 
ley Fiske, president of the Metropolitan 
Life Insurance Company, is the chait- 
man. 

 ¢ 

Austin Lilly, general counsel, Mary- 
land Casualty, is expected back at his 
desk within the next week or so after 
an illness due to protracted hard work. 


* * * 


Edwin L. Sullivan, formerly advertis- 
ing manager of the Home Insurance C0 
and later with the “Insurance Field,” 18 
now a member of the advertising staff of 
the New York office of “Better Homes 
and Gardens.” 


*x* * * 


E. H. White, new superintendent of 
agencies of the New York Casualty, }§ 
the insurance man who some years 28° 
was known as Warren Harding’s double 
because of his remarkable likeness to the 
former President. 
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Foreign Manager Of London Assurance 
Sails 


l had the pleasure of meeting E. C. H. 
Durham, foreign fire manager of the 
London Assurance, before he sailed on 
the S. S. “Olympic” on Friday night of 
last week. In physical appearance, man- 
ner and personality characteristics there 
is not what can be called a foreign fire 
insurance composite managerial type. I 
have met a number of them and no two 
seem alike. Mr. Durham is a tall, well- 
tailored, courteous, distinguished-looking 
Englishman with a military carriage and 
an incisive, direct manner. 

Englishmen seem to have more luck 
than Americans do in keeping their 
waistbands down. I have never yet met 
a fat English insurance man. Whether 
or not it is because of the outdoor life 


they lead or their fondness for outdoor 
sports they always look trim and fit. 

In every sense of the word Mr. Dur- 
ham is a cosmopolite. He has made no 
less than seven trips around the world 
and has traveled so much in this coun- 
try that | have no doubt he could pass 
a very good examination on the indus- 
trial and economic side of America. His 
Whole lifetime work has trained him in 


B the art of observation and in corre- 


lating and analyzing facts. 

Because of the worldwide activities of 
the British companies it is necessary that 
the foreign managers be travelers if they 
are to meet the test of their‘ responsi- 
bilities. If a complicated line arrives, 
having to do with a beef-packing mat- 
ter in Argentina, or a tea plantation in 
Ceylon, or a diamond mine in South 
Africa they are competent to judge the 
tisk because by reason of the fact that 
they have been on the spot at some 
am or other, so they know the situa- 


Mr. Durham has been fortunate in 


having been able to collect in many 
Places of the world friends who are at- 
tached to him and he received a large 
amg of social invitations during: his 
New York trip. After a short stay in 
London 


he will tak i ip i 
the Mediterranean. 5 ee en 
“ he London Assurance, by the way, is 
“ years old. Whether it is the third 
: second oldest insurance company has 
quently been the cause of pleasant 
spute, but the general belief is that it 
Was born half an hour later than the 
ae Exchange Assurance. The oldest 
: ing fire insurance company is the 
un Insurance Office of London. 
* * 
The Western Insurance Bureau Meeting 
At Briarcliff 


ante, meeting of the Western Insur- 
_. sureau, the large organization of 
ro aan companies which are not 
Pe Ape of the Western Union, was 
ne very exciting affair at Briarcliff 

week. In the old days when the 











late Charles E. Sheldon (American of 
Newark) was alive there was always 
something doing when he and Neal Bas- 
sett, president of the Firemen’s group, 
took the floor. Sometimes they were 
in accord; other times, not. But they 
presented the spectacle of two forceful 
personalities telling what they thought 
of Western Insurance Bureau activities 
as they arose during the convention. No 
dull moments when this pair was in the 
arena. 


There are quite a number of reasons 
why the meeting of the Western Insur- 
ance Bureau at the present time should 
be rather tame. The thoughts of those 
attending the meeting were not so much 
of the present as of the future. What is 
to become of the Bureau? Also, what is 
to become of the Western Union? Will 
they amalgamate ? 


In the South, the Western Union and 
Western Insurance Bureau companies 
are scrambled in one organization. In 
the new Eastern Underwriters’ Associa- 
tion are companies of all complexions 
and shades. In the Midwest the two or- 
ganizations continue to preserve a strict 
integrity, meeting in different parts oj 
the East and Canada and not bowing to 
each other too pleasantly as they pass 
by. Now, word comes that the Western 
Union is to meet in Briarcliff at the 
same hotel where the Western Insur- 
ance Bureau meets, although not on the 
same dates. 


How long will the two remain apart is 
a matter of speculation. In the mean- 
time the companies of the two divisions 
of fire insurance in the West are. not 
supposed to be in the same office. I 
was informed at Briarcliff that there are 
mixed agencies in many smaller towns, 
despite the ban against them. Members 
of the Western Insurance Bureau do not 
think they have lost anything by the 
separation movement and did not appear 
worried by it. Fs 


An Ideal Host And Some Unideal 
Bellhops 


The host of the hotel at Briarcliff 
Manor is very popular with insurance 
organizations, especially with the West- 
ern Insurance Bureau. Last week he 
was something more than a_ rubber 
stamp host. He entertained his guests 
from the insurance world as innkeepers 
were in the habit of entertaining many 
years ago. 

A minor criticism I heard of the hotel 
was based upon the idea of some of the 
uniformed employes that the main lobby 
was not a lobby but a drawing room, 
which idea was so ingrained that one 
man felt uncomfortable when he stood 
in the lobby without a coat but with his 
shoulders covered by his golf waistcoat 
as he lingered before going on the links. 
Some time ago the president of a fire 
insurance company who has very posi- 
tive opinions about social amenities for- 
got to remove his hat while walking 
across that austere lobby and was 
promptly told by a bellboy to take’ it 


off. He felt so outraged by this treat- 
ment that he immediately paid his bill, 
left the hotel and has not been back 
in Briarcliff Manor since, which ac- 
counts for the fact that the president 
of one company did not attend the 
meeting of the Western Insurance Bu- 
reau last week. 
* * * 
Excess Covers 


Quite a lot of time was consumed 
upon the morning of the second day’s 
session of the Western Insurance Bu- 
reau in a discussion of the subject of 
excess covers. Companies use excess 
covers quite largely in tornado insurance, 
but the Western Insurance Bureau com- 
panies have not made much use of them 
in straight fire insurance. The subject 
was discussed from many angles and 
some illuminating points were brought 
out. 

a ae 


Carl Schreiner Was There 


Carl Schreiner, who knows everything 
there is to know about reinsurance, who 
did much to popularize it in England, 
and who was United States manager of 
the Munich, before the war the great- 
est of the reinsurance companies, was 
seen in the lobby of the hotel at Briar- 
cliff. He is now president of the Pilot 
Reinsurance Co. , 

Mr. Schreiner was asked by the writer 
to discuss several things of interest in 
the insurance and reinsurance market, 
but instead he discussed the commercial 
airship situation on the continent. The 
growth and progress of the Hansa com- 
panv, which sends airships from one end 
of the continent to the other, is amaz- 
ing and last vear there were no fatal 
casualties of that company’s passengers, 
and but two minor landing accidents. 
He said that during his recent trip to 
Germany he learned that one can fly 
now from Germany to Moscow in a 
sleeper and in greatest comfort. while 
the flying time from Berlin to Vienna 
has been cut down to five hours. 

a a. 


F. P. A. On The Synder Murder Trial 


F. P. A., columnist of the New York 
“World,” formerly a Chicago insurance 
agent, has this comment to make on the 
Snvder murder trial: f 

“As one who once was a professional 
insurance solicitor and now is a profes- 
sional wonderer, we wonder what ef- 
fect, if any, the Snyder trial will have 
upon the amount of insurance written 
this month. Our guess is that it will 
cause more persons to apply for insur- 
ance, additional or initial, than it will in- 
fluence to decide not to add to their 
insurance, or to lapse the policies they 
carry. Anything that brings the sub- 
ject of insurance to the mind of the 
public, our guess 1s, stimulates sales. 


a 
British Insurance Clerks And Marrying 
age 


Recently The Eastern Underwriter 
printed a story from its London corre- 
spondent under the caption, “British 
Clerks Ask For Marrying Wage.” A 
British insurance man, now employed on 
William street, sends me the following 
light on the subject: 

“Most of your readers probably com- 
pared the examples given with the gen- 
eral level of salaries paid to similar 
grades of employes here and then won- 
dered at the apparently absurdly low 
salaries paid in England. 3 

“Tn order to make a comparison, how- 
ever, it should be borne in mind that 
taking everything into consideration and 
not comparing only specific commodities 
or articles, the purchasing power of a 
given number of dollars is about twice 
as high in England as it is in this coun- 
try. In other words, an English clerk 
can do approximately as well on $1,250 
a year as his American cousin can do 
on $2,500. : ; 

“Reviewed in this light, the salaries 
given as examples in the article from 
which you quote are not nearly so low 
and out of all proportion to equivalent 
salaries paid here as would at first ap- 
pear.” 


A Versatile Prohibition Officer 
The best human interest stories in 
the fire and casualty business can be dug 
up at the claim departments. One of 
the companies lost several Blank cars 


through theft in an upstate New York 
town. 


The company decided to send an exec- 
utive to the town to investigate. He 
called upon one of the claimants who, 
it developed, was a bootlegger. The boot- 
legger referred the insurance man to his 
lawyer who was on the same floor, 
an office or two distant. The executive 
and the lawyer hit it off, whereupon the 
lawyer asked him if he did not want a 
drink. He then took the insurance man 
into the next room, which was the office 
of the local prohibition agent. There it 
developed that the lawyer was also the 
chief prohibition agent. The prohibition 
agent pulled out a drawer containing sev- 
eral bottles of whiskey and presented 
them to the imsurance man as a gift. 
Next it-was discovered that the prohibi- 
tion agent had an interest in a Blank 
motor car agency, which accounted for 
his statement, “The more Blank cars that 
are stolen in this section the more we 
can sell to replace them.” 

The insurance man left town slightly 
dazed. 

a 
Fixed For Life 


One of the leading casualty compa- 
nies wrote for a commercial artist an 
old-fashioned accident policy, which in 
case of total disability would pay him 
$100 a week. The artist fell and broke 
his drawing arm and although he is in 
perfect health he will get $100 a week as 
long as he lives, It is reported that this 
artist can go to work as an insurance 
agent or in any other line he wants and 
still continue to draw this indemnity. 


Perils Of A Night Watchman 


A night watchman working at a news- 
paper plant in this city was approached 
at 4 o’clock in the morning by two bums 
who asked him for a drink of whiskey. 
He ordered them out of the building, 
whereupon they threw him down an ele- 
vator shaft. The referee of the State 
Industrial Commission refused to allow 
him compensation on the theory that his 
injuries were not sustained during course 
of employment. This aroused the ire of 
the broker who argued that keeping un- 
desirable characters away from a build- 
ing at 4 o’clock in the morning was de- 
cidedly part of a watchman’s duties. 
Nevertheless, on appeal, the referee’s 
decision was sustained. 

The attitude of the insurance company 
was that it thought compensation in this 
case should be paid. It is understood 
that the case will finally result in the 
watchman getting some compensation. 


A Reporter’s Wild Goose Chase 


Only young and middle-aged men in- 
terest “The American Magazine” as it 
feels that its readers will not wade 
through stories narrating the success of 
men at or above the retirement limit. 
When a young man reads about another 
young man who is very successful he 
gets inspiration. 

Once in a while “The American Maga- 
zine” gets a tip which turns out to be 
a dud. Recently, Merle Crowell, editor 
of “The American Magazine,” heard of 
a life insurance agent who had retired 
at the age of 40 with a fortune of $750,- 
000. He sent a staff man to pick up the 
story but the reporter returned looking 
very disconsolate because here, in a nut- 
shell, was the story narrated by the 
agent. 

“IT entered the life insurance business 
when I was 24 years old. I scrimped and 
I saved in every possible way, very often 
walking great distances to save five 
cents. When I got married my wife 
jcined in this effort on my part to ac- 
cumulate a fortune. When I reached 40 
years old my uncle died and left me 


$749,000.” 
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Production Attitude 
Of Automobile Ins. Co. 


NO VOLUME FOR VOLUME’S SAKE 





But Company Will Go Forward Progres- 
sively, Keeping Pace With Best 
Innovations, Says Stinson 





“Just what are the plans of the Auto- 
mobile Insurance Co.?” asked a repre- 
sentative of The Eastern Underwriter at 
the offices of the Automobile Insur- 
ance Co. of Hartford. “It has been our 
impression, judging from the attitude of 
company people, that now with all the 
extraneous lines curtailed your company 
is on a higher road to growth in the 
right way.” 

In reply, Vice-President Alfred. Stin- 
son, just returned from a Coast to Coast 
agency trip, replied: 

“The Automobile is out for an increase 
in premium income of a kind which will 
make for a proper fire insurance com- 
pany growth. 

“It is best to qualify that remark,” he 
added, “by emphasizing that we are by 
no means after volume for volume’s 
sake alone. Never! This applies not 
only to our fire department but our in- 
land and ocean marine divisions as well. 

“We mean to grow normally and 
soundly. Ours is to be a progressive 
company and we are by no means re- 
tiring or endeavoring to tear down our 
agency plant, as some would have it. -We 
have gone through a_ house-cleaning 
process and we have cleaned house very 
thoroughly. Naturally, such action stirs 
things up for the time being, but it was 
an inescapable performance and had to 
be followed through to completion. 

“With our organization reconstructed 
we are now going forward in the en- 
deavor to serve agents and brokers as a 
progressive yet dependable and sound 
fire insurance company, having asso- 
ciated with it people who should know 
how to handle the various lines that come 
before a fire insurance company for con- 
sideration. There are no plans afoot to 
reduce the Automobile Insurance Co. to 
an inconspicuous or unimportant position 
in the insurance world. 

“We will go forward as a company 
actively interested in building its pre- 
mium income by offering agents the best 
of service, facilities, advertising, and in 
keeping pace with all of the sound pol- 
icy innovations of the day for fire and 
allied fire insurance, and also for the in- 
land and ocean marine coverages.” 





CRUM & FORSTER LOSE OUT 
Union Committee Refuses Request To 
Substitute Bureau Company For 
Union Of Canton 


The (Western) Union, through its 
governing committee, last Friday de- 
clined to consider favorably the request 
of Crum & Forster that they be permit- 
ted to replace the Union of Canton, a 
Union company, with one of the West- 
ern Insurance Bureau companies in their 
own fleet, without affecting the status 
of clear agencies. The United States 
panies, has already reinsured the entire 
Fire, one of the Crum & Forster com- 
business of the Union of Canton east 
of the Rocky Mountains. The govern- 
ing committee of the Union contends 
that it would be against the best inter- 
ests of Union companies and contrary 
to Union principles to permit even tem- 
porarily the representation of a non 
Union company in clear Union agencies. 








W. WALLACE SNYDER & CO. 

W. Wallace Snyder & Co., Inc., New 
York City, insurance, has been chartered 
at Albany by Donald H. ens, W. 
Wallace Snyder and Victor C. Bell. 


Big Adjusting Firms 
Sore at N. Y. Board 


IS REDUCED 





COMPENSATION 





Claim Per Diem Payments Are Too Low 
and Discriminatory; Loss Commit- 
tee Wants Better Service 





Several of the larger independent fire 
insurance adjusting offices in New York 
City are at odds with the loss committee 
of the New York Board of Fire Under- 
writers because the committee is fixing 
a graduated scale of per diem payments 
for approved adjusters and is distribut- 
ing its work among a larger percentage 
of the adjusters in this city. The loss 
committee has fixed a maximum com- 
nensation of $40 a dav for adjusters other 
than salaried adjusters handling its 
claims and the payments run all the wov 
down to $15 a day for the lowest paid 
adjusters, according to those who claim 
that this is unfair discrimination and too 
little pav for adjusting firms having large 
overhead expenses to pav. 

The companies. through the loss com- 
mittee. contend that claims in which the 
committee has been interested. have been 
in the past given out to a handfull of 
adjusters who have not been ahle be- 
cause of the great amount of work 
thrown their way to give full satisfac- 
tion to the companies and assureds. In 
order to remedy this condition and to 
obtain more careful, accurate and fair 
adjustments the loss committee has de- 
cided to make use of more of the an- 
proved adiusters who so far have ob- 
tained little work from the New York 
Board. 

From the adjusters’ angle the com- 
plaint is that instead of being paid on 
the basis of what they consider expert 
adjustments worth the independent ad- 
justers are now going to get up to $40 
a dav and not over that. Adinsters who 
maintain fairly large staffs of assistants 
and expensive offices are contending that 
they cannot maintain their efficiencv on 
$40 a dav. As they cannot appeal from 
the decisions of the members of the loss 
committee thev say thev are soine to 
solicit a larger percentage of those 
claims not coming before the New York 
Board loss committee and to go after 
adjustments in the suburhan areas. The 
loss committee handles about 60% of the 
fire losses in this area. 





E. U. A. COMMITTEE MEETS 


The executive committee of the East- 
ern Underwriters Association this Tues- 
day approved the final draft of the 
agreement to he sent to agents in ex- 
cented territories governing their com- 
missions on business in ordinary terri- 
tory. It gives’ such agents the option 
of taking the graded scale of 15 and 
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THE HOME 





25% or of taking the 20% flat with the 
agreement not to accept a different or 
higher commission from. any company 
in their agencies. The committee also 
approved the 10% brokerage rules of the 
following local boards: Penobscot Coun- 
ty, Maine; Lincoln County, Maine; 
Meriden, Conn., and Salem, Mass. The 
committees on excepted cities and in- 
land marine have not yet completed their 
reports. 











STANDARD 


INSURANCE COMPANY 


OF NEW YORK 





J. A. KELSEY, President 





Head Office: 45 John Street, New York 
G. Z. DAY, Vice-Pres. and Secretary 





TOTAL ASSETS . : 





Statement December 31, 
CAPITAL . M . . 
PREMIUM RESERVE 2 é 
OTHER LIABILITIES é - 
NET SURPLUS x Pe 3 


1926 


. . : - $1,000,000.00 
. ° . . 845,608.17 
. . . . 136,565.00 
. . . - 1,453.736.59 
: . . - 3,435,909.76 




















«Post Cereal Co Slogan for Grape Nuts) 


Of course there is—even when the wife wants 
& 


a company has the financial background and the 
seasoned underwriting ability which is character- 
istic of The Home of New York, it goes a long 
way toward satisfactory dealings with agents and 
policyholders—and there’s the reason. 
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ELECTION OF OFFICERS 





Jersey Special Agents’ Headed By 
Henry Borchers; To Hold Outing 
June 13 . 
At the luncheon-business mecting !! 
the New Jerey Special Agents’ Associ 
tion held on Monday at the Elks’ Club- 
house, Newark, the following officers 
were elected for the ensuing year. rest 
dent, Henry Borchers, Crum & Forstet: 
vice-president, E. C. Dixon, L. & L.® 
G.; treasurer, Samuel A. Mehorter Ji 
surance Company of North America, 
secretary, S. R. Howard, North Jiritish & 
Mercantile, at 40 Clinton street, Newal™ 
It was also decided at the mecting 
hold the annual outing of the orgamlz 
tion at the North Jersey Country (la 
on Monday, June 13. An elaborate pry 
gram of sports and golf is being 
ranged for the members and thett 
guests. Valuable prizes will be awarded 
in each event. It was also decided © 
extend invitations to fieldmen and 
cials of the various companies to be ™ 
guests of the organization on theif out 
ing. 





Hugh Lewis, general manager of the 
Liverpool & London & Globe, will com 
to New York this month after a V! 
to Montreal. 
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Bament And Campbell 
Home Vice-Presidents 


ZORN ASSISTANT 





SECRETARY 





Promotions Made By Board Of Direc- 
tors In Recognition Of Years Of 
Capable, Faithful Service 





William N. Bament, general adjuster 
of the Home, and John A. Campbell, 
head of the Western division, were this 
week elected vice-presidents of the com- 
pany by the board of directors. At the 
same time Jay Zorn, who is head of the 
Home's supply department, was made an 
assistant secretary. All three are vet- 
erans in the Home’s service, having 
joined the company in the early nineties. 
Mr. Bament is one of the best fire in- 
surance adjusting experts in the busi- 
ness and is well-known all over the 
country while Mr. Campbell is a keen 
student and capable supervisor of West- 
ern business. Mr. Zorn joined the Home 
temporarily in 1894, 

Mr. Bament, who in addition to being 

a first class adjuster of fire losses, is 
one of the best story tellers in insur- 
ance circles, his vast experience provid- 
ing him with a multitude of choice an- 
ecdotes, first entered the business with 
the Insurance Adjustment Company of 
Cincinnati. He became general agent of 
the California for the Middle West in 
1886 and in 1892 joined the Home in 
Chicago as special adjuster. When the 
Western Adjustment & Inspection Co. 
expanded in 1900 Mr. Bament opened its 
branch in Cincinnati and three years 
later became assistant general manager 
of the company at the headquarters in 
Chicago. The following year he came to 
New York as general adjuster for the 
Home. 
_ Mr. Campbell has devoted his entire 
Insurance career to the Home. Joining 
the company in 1895 after finishing 
school he has remained with it for thirty- 
two years to date. He advanced through 
various grades in the Western division 
and was appointed assistant secretary in 
1917 and secretary in 1921. 

Mr. Zorn entered the service of the 
Home permanently in 1901 as an exam- 
Iner in the Eastern department. He be- 
came successively chief examiner and 
chief of the Eastern division and was 
headed lor an executive position when 
the World War came in 1917. He joined 
the National Guard, went overseas, 
served with the army of occupation in 
Germany and was discharged from serv- 
ice with the rank of major in 1920, Re- 
turning to the Home and finding his po- 
sition filled Mr. Zorn was placed in 
charge of the agency record department 
and later was transferred to the supply 


department which h i 
e ha 4 
thoroughly, eae 





N. J. BUREAU CHANGES 


Richard Monahan, General Superintend- 
ent, and John MacClellan, Assistant 
Superintendent of Rating 


oe Rating Bureau of New Jersey an- 
—. this week the following 
fe “SCS In its organization, becoming ef- 
Ctive on Monday last. Richard Mona- 
the re made general superintendent of 
Gee ee and John MacClellan, 
ies my assistant superintendent, has 
ore _*ppointed superintendent of the 
pe department. R. Bogardus, for- 
oll gape assistant in Jersey City, has 
alla inted superintendent of the in- 
Péction department. No one has been 


appointed as t 
gardus, yet to succeed Mr. Bo- 


IRVING T. BUSH SPEAKS 


ening Bush, president of the Bush 
a rey Co. of New York, spoke be- 
» along National Fire Protection Asso- 
that , Chicago on Tuesday and said 
eee merican business men must 
Sesines 4 Systematic, scientific attack 
al sha € fire waste of the country. He 
at industry has the weapons to 
combat fire successfully. 


Plan Big Program For 
N. Y. Agents’ Meeting 


AT SYRACUSE MAY 23, 24, 25 





Beha, Welton, Hubbard, Gardner, Har- 
rington, Beach, Russ, Daw, Saunders, 
Kirkpatrick on the Program 





The New York State Association of 
Local Agents is formulating a strong and 
well diversified program for its annual 
convention to be held at the Hotel Syra- 
cuse at Syracuse, on Monday, Tuesday 
and Wednesday, May 23, 24 and 25. With 
a membership of 799 agents at the begin- 
ning of this month, the association offi- 
cers expect one of the largest turnouts in 
years. Besides the reports of President 
Ward H. McPherson, Vice-President W. 
H. A. Munns and Secretary-Treasurer J. 
W. Rose, there will be talks and discus- 
sions on organization of local boards and 
clubs, automobile club mutuals, agency 
costs and better business methods, Na- 
tional Association activities, mutual com- 
petition, more co-operation between com- 
panies and agents and other subjects. 

The speakers will include, among 
others, the following well known insur- 
ance men: Frank L. Gardner, president 
of the National Association of Insurance 
Agents; W. E. Harrington, chairman of 
the National Association executive com- 
mittee; L. L. Saunders, secretary of the 
Insurance Federation of New York; A. 
L. Kirkpatrick, secretary of the Casualty 
Information Clearing House of Chicago; 
Harvey W. Russ, assistant general man- 
ager of the General Adjustment Burean; 
Larry Daw, manager of the Syracuse di- 
vision of the New York State Fire In- 
surance Rating Organization; Eugene A. 
Beach, past president of the New York 
agents’ association, and Gilbert T. Ams- 
den form Rochester. 


Speakers at the Banquet 


At the banquet on Tuesday evening 
the speakers will include Insurance Su- 
perintendent James A. Beha of New 
York, President Spencer Welton of the 
New York Indemnity, and Assistant Sec- 
retary Clarence T. Hubbard of the Au- 
tomobile of Hartford. 

The convention was a climax to the 
successful series of regional meetings. 
The total attendance was equivalent to 
nearly two-thirds of the membership. 

“The wonderful success of these re- 
gional meetings was due entirely,” says 
Secretary J. W. Rose, “to the sincere in- 
terest and co-operation of all members in 
the localities where the meetings were 
held. All arrangements were most effi- 
ciently handled by local committees un- 
der Chairman L. T. Gilroy, Utica; “Dick” 
Cary, Niagara Falls; Will Austin, Al- 
bany; Tom .Maxcy, Elmira, and Paul 
Schaefer and A. C. Edwards for New 
York. 

“The topic of chief interest at these 
meetings was the so-called Central Bu- 
reau Plan with the opening discussions 
by Vice-President W. H. A. Munns and 
your secretary. It was very apparent 
that agents throughout the state are al- 
most unanimous in their opposition to 
the plan as promulgated. Strong reso- 
lutions condemning the plan were adopt- 
ed at each meeting and sent to the su- 
perintendent of insurance, each casualty 
company and to the Central Bureau 
itself. Your association is prepared to 
use all its influence in an endeavor to 
have the plan amended or abandoned 
entirely.” 





WITH NATIONAL UNION 

William A. Forrest, who, for the last 
year has been an examiner in the home 
office of the National Union Fire of 
Pittsburgh has been promoted to spe- 
cial agent and assigned to Western 
Pennsylvania. Previous to joining the 
National Union, Mr. Forrest was con- 
nected with the Firemen’s of Newark 
but started his insurance career under 
General Agent Gantert of the North 
British & Mercantile. 
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more onthe spirit ofactive helpfulness 


which dominates the entire organization of 


THE WORLD 
FIRE AN D MARINE 
INSURANCE COMPANY 


“I have found THE WORLD to be all that | had hoped for.” 


“Your compensation will be all the new and good business 
we can give you.” 


“|. newspaper service. We believe that this is the best 
service of its kind that we have seen. 


“ _. flasher, which we change regularly, so that the adver- 
tisement is always new. We think it one of the most 
attractive advertisements we know of. 


“I certainly appreciate your splendid co-operation . . . and 
| am becoming more and more convinced that it is true 
‘you get the Best in THE WORLD.’ ” 


President 


An Insurance Service Extended to Everybody 


The Insurance Information Bureau, maintained by the A®tna 
Insurance Company, The World Fire and Marine Insurance 
Company, and The Century Indemnity Company, will be glad 
to provide information on all insurance problems. This service 
is not only extended to agents and policy-holders of these three 
companies but to the general public as well. 


Address requests for information to 


670 Main Street INSURANCE INFORMATION BUREAU Hartford, Conn, 
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Recently the ‘‘Mystery S’’ piloted by Major Seagrave tore up the sands of Daytona 
Beach, Florida, at the rate of 207 miles per hour, traveling with the wind, and 
later established an officially timed speed record of 203 miles an hour. 


ROAR~—a flashing streak—a dot disappearing in the distance. 
It is difficult to visualize a car speed of 207 miles an hour. 


Mr. Average Motorist does not think in terms of speed such as this. 
He usually drives along at a comfortable rate less than one fifth this 
dangerous speed. Even so, his driving is constantly fraught with 
danger. Among the twenty million motorists today there are mil- 
lions still driving serenely uninsured, falsely secure in a confidence 
born of good luck. 


It is the careful driver who becomes the carefree driver with his 


worry and responsibility delegated to a complete coverage automobile 
insurance. 


The Franklin Fire in its combination policy provides its agents 
with the most satisfactory facilities for completely insuring the 
motorist. 


The Franklin Fire offers to agents a wide range of insurance 

- covers. Well qualified agents in territories where this Company is 

not already represented, are invited to investigate the advantages 
offered by this old established Company. 


The FRANKLIN FIRE INSURANCE COMPANY 


OF PHILADELPHIA 


ORGANIZED APRIL 1829 
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Would Lessen Tax On 
Fireproof Buildings 


N. F. P. A. MEETING IN CHICAGO 





President Pierce Says Ass’n. Must 
Awaken Nation to Realization of 
Great Waste by Fire 





To the work of arousing the towns 
and cities of this country to a sense of 
responsibility and of opportunity in re- 
ducing the tragic fire waste of the na- 
tion the services of the National Fire 
Protection Association are dedicated, 
said President Dana Pierce in his open- 
ing address this week in Chicago before 


the thirty-first annual meeting of the. 


association. In their eagerness to forge 
ahead in size and beauty, American com- 
munities blindly shut their’ eyes to the 
waste and destruction, most of it need- 
less, that accompanies this progress. 

Mr. Pierce likewise made reference to 
a current newspaper discussion of a pro- 
posal somewhat related to zoning laws. 
He said the proposal is that taxation 
might properly be made appreciably less 
on buildings of superior fire resistive con- 
struction than on those which were more 
dangerous to their neighbors and to the 
community generally. This may or may 
not be a practical idea, according to Mr. 
Pierce, but to a fire prevention man who 
has seen well built and adequately pro- 
tected buildings standing almost un- 
scathed amid ruins of their inferior 
neighbors or still more has seen such a 
building serve as a fire stop and pro- 
tector of structures beyond it, the idea 
at least makes an appeal from the point 
of view of justice and common sense. 
He feels glad that such a plan is even 
considered. 

“At one time we of this association 
were chiefly groups of engineering spe- 
cialists studying particular problems, such 
as sprinkler systems, fire doors, extin- 
guishers, building codes and a score of 
special hazards,” said Mr. Pierce. “Out 
of this quarter century and more of in- 
tensive work we have evolved the tech- 
nical foundation of fire protection and 
fire prevention. It is a notable piece of 
constructive work unrivaled in its field. 
This work will still go on because science 
and invention have not reached an end 
and new experience must determine new 
Practice in fire prevention as in other 
engineering fields. 

“More recently this association has 
recognized a larger field of usefulness, 
that of applying both our technical stand- 
ards and the broad general principles of 
fire safety to the individual needs of a 
local situation. Our field service is the 
most effective means yet discovered for 
accomplishing the purposes for which 
we exist, the reduction of the fire waste. 
The success which has attended our 
small and necessarily limited work so 
far is known to most of you, as are some 
of the difficulties encountered. Our sec- 
retary and his devoted and skillful field 
engineers have proved it can be done 
and how. I know of no other work in 
the civic affairs that shows more return 
per dollar or per man.” 





_N. E. AGENTS’ CONVENTION 

The New England Advisory Board, at 
a meeting in Boston recently, appointed 
ccmmittees to take charge of the mid- 
summer convention of the New England 
Agents’ Associations to be held at the 
Poland Springs Hotel, Poland Springs, 
Maine, on June 22 and 23. The chair- 
men of the committees follows: speak- 
ers, programs and entertainment, James 
W. Cook, Providence, R. I.; attendance, 
Donald G. North, New Haven, Conn.; 
Tegistration and reception, Ivan E. Lang. 
Waterville, Me.; sports, games and 
Prizes, Archer E. Sanderson, Providence, 

: I.; publicity, advertising and badges, 
Joseph T. Cole, Kennebunk, Maine; in- 
Vitations and entertainment, Frank De- 
Meritt, Exeter, N. H.; and budget com- 
mittee, Warren Shaw, Brockton, Mass. 














An agent’s success rests on the found- 
ation of his clients’ confidence and 


satisfaction. Recognizing this the 
NORWICH UNION stands _ behind 


its agents with strong reinforcements of 
financial strength, integrity, and time- 
tested experience. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, President 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
H. P. Jackson, President F. P. Stanley, Vice Pres. 


In NORWICH UNION there is strength 


COMPANIES. 








Kind Of Agents Wanted 
By National Union 


CAUTION URGED BY FIELD MEN 





Clean-Cut, Honest Locals Will Not Ob- 
ject To Investigation Of 
Their Standing 





The National Union kas informed field 
men of some of the requirements it ex- 
pects of local agency personnel. Spe- 
cials are warned to make thorough in- 
vestigation and assure themselves that 
the agent in prospect is of the right 
type demanded by the company before 
the commission to represent the com- 
pany is given. This is explained in 
some detail by J. F. Guinness, vice-presi- 
dent of the National Union, who makes 
these comments in the company’s pub- 
lication : 

“We know that the agents of this com- 
pany, as a body, are as fine a group of 
representatives as any fire insurance 
company enjoys the privilege of having, 
and it is our fixed intention to maintain 
the same high level. Nevertheless, we 
occasionally pass an appointment which 
turns out to be undesirable and which 
sometimes causes us loss of time and 
money before we can remedy the situa- 
tion. 

“Our fieldmen are again cautioned to 
make the most thorough investigation 
before recommending appointments. A 
fieldman whose work is careless or in- 
efficient in this respect would be proving 
to the home office his unsuitableness for 
the position he holds. The appointment 
of an undesirable party as an agent is 
not only a hardship to the home office, 
but is also an injustice to our good 
agents and to the reputable agents of 
other companies. 

To Avoid “Hot Spots” 

“The first thing for a fieldman to de- 
termine is whether we desire an agency 
at the point he has under consideration 
and it is obvious that ‘hot spots’ should 
be avoided unless there is conclusive 
proof that the prospective agent has 
been able to secure a profitable class of 
business. The next is to investigate 
thoroughly the personality of the pros- 
pective agent as well as his financial re- 
sponsibility. It goes without saying, the 
usual examination of the volume and 
quality of business to be expected should 
also receive careful attention. A brief 
report on all of the above points should 
be given the company in the letter trans- 
mitting the papers recommending ap- 
pointment. 

“The clean-cut, honest agent will 
never object to a fieldman making a 
proper investigation of his standing in 
the community and his financial respon- 
sibility, but, on the contrary, will rather 
welcome it and certainly have an in- 
creased respect for the company which 
shows discriminating care in making its 
appointments. If a man is of sufficient 
importance in a community to command 
a share of its business, it should be an 
easy matter to ascertain his record and 
the home office expects this important 
work will be properly attended to. If an 
agent has recently given up a company 
or. companies or a large volume of busi- 
ness is suddenly available for a new 
company, the reasons should be cited. 

“We are very sure our, own lofal 
agents as well as the good agents of 
other reputable companies will appreci- 
ate our efforts along the above lines. It 
is obvious that if a scally-wag is ap- 
pointed as agent, his actions, unethical 
or possibly downright crooked, will in- 
jure the honest, conscientious agent, at 
least temporarily. 

“The proper handling of insurance is 
really a profession and all engaged in it 
should endeavor to maintain the highest 
standards of ethics and business princi- 
ples. The co-operation of our agents 
who may be. in a position to help us in 
this matter is bespoken and to the field- 
men, we suggest that they paste this 
article into their respective hats and read 
it carefully before recommending ap- 
pointments.” 
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Who Has To Pay? 


| OME insurance agent is in for criticism every time an uninsured plate 
S glass is broken—and, rightfully so, because the insurance agent hasn’t 
done a thorough insuring job if any of his assureds have plate glass 
that is not protected. 




















Plate Glass Insurance is not only a 
money saving form of protection when glass ; 
is broken, but prompt replacement service is I. N. SURE S 
the important thing. The London:Guaran- OBSERVATIONS 
tee Plate Glass Department is winning more 


. friends every day because of the unusually A WAY TO GET YOUR RENT BACK 
. efficient service rendered when service is Scena ky tegen atten 
i needed. Agents can place a London Guar- semper a 
| antee Plate Glass Policy in their assured’s gpa inset er age 
hands with confidence that prompt replace- Utilize the advertising value of your loca- 
ment will be made, thus putting into service say § Soocaies Gibaed aie ocak 
valuable window display space. ssipteyed tas ei repetiesoeaien of 


the passer-by. So simple a thing as a light 






















° : > 2 that flashes on and off can be purchased 
Do not overlook this opportunity to give very cheaply and will attract many eyes to 
: your window and name. Locations above 
your assured’s the complete insurance protec- the street level liave advertising value too. 
- : Arresting signs can be placed in windows 
tion they have the right to expect from you. both onucilie al in Gditeine An illumi- 
° nated sign in your window at night will be 
If you wish to know about London Guaran- seen aed people, sie Pres ss name of 
= your concern familiar hem. 
tee Plate Glass Insurance write to the Agency It is mes the ate and the small 
ee ee eee eee Seking Suk at fe eae 
| é details promptly. the only way you can get your rent money 
back. 
Head Office: 55 Fifth Avenue, NEW YORK IF I WERE A COW 
New York Office: 90 Maiden Lane A om had ect ane and the es 
C. M, BERGER, United States Manager ee ee 
tle boy to try to find her, and in a short 


time he returned—the bovine in tow. The 
farmer asked the little fellow how he had 
found her. “Well,” he replied, “I said to my- 


self if I were a cow where would I go, and I 
went there and there she was.” 
Figuring out what the other fellow thinks 


is a necessary thing if you wish to persuade 
him. If you will say to yourself, “Now, if 
I were that prospect how would I react to 
a proposition like this? What would I 
think?” If you will honestly answer this 

for yourself you will, in most cases, arrive 
at just what is going through the prospect’s 
mind. And knowing this it is easier to 
frame a sales argumhent that will convince 
the prospect and get the order. 
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Cotton Flood Losses 
Worse Than Expected 


INUNDATED AREAS INSPECTED 
C. I. A. and C. F. & M. U. Expect 
Claims Aggregating Abcut $2,500,000; 
Thousands of Bales Washed Away 





Advices from New Orleans indicate 
that insurance companies through their 
marine departments, will suffer more of 
a loss on account of the Mississippi flood 
than was at first estimated. As the flood 
waters spread more widely through the 
country below Vicksburg much _ cotton 
stored in warehouses is being damaged. 
It is stated that the insurance companies 
may face claims totaling over $2,500,000 
on cotton covered by policies issued 
through the Cotton Insurance Associa- 


tion and the Cotton Fire & Marine Un- 
derwriters. Nearly 80% of all the baled 
cotton is believed to be protected under 
marine covers, which includes the flood 
hazard. 

Flood. waters, according to reports 
from the South, carried away more than 
2,000 bales at Greenville, Miss. The 
26,000 remaining bales are submerged 
under from ten to fifteen feet of water. 
However, as previously published in 
these columns, salvage experts expect 
that from 70% to 80% of the water dam- 
aged cotton can be saved. The expense 
of salvaging, however, will be higher 
due to the weight of the soaked bales 
and the out of the way places where the 
bales have been carried by the flood. 
Some of the bales are said to be in tree 
tops, on front porches of homes and in 
other such accessible spots. 

First hand details of the cotton situa- 
tion in the Delta were brought to New 
Orleans last week by A. J. Miazza, vice- 
president of the New Orleans Adjust- 
ment Company, says the “American In- 
surer” of New Orleans, who has just re- 
turned from the Greenville district, where 
he represented large insurance interests. 
As soon as the loss at Greenville was 
reported Mr. Miazza went to Memphis 
and from that point took the Mississippi 
River boat “Mobile” for Greenville, 
accompanied by cotton experts. The trip 
down the river took sixteen hours. 

Barbed Wire Holds in Bales 


Mr. Miazza’s mission was to ascertain 
the condition of the compress at Green- 
ville and arrange for the protection of 
cotton likely to float away and stake out 
bales that had already floated away. In 
order to protect the remaining cotton 
barbed wire was drawn around the open 
warehouses six inches above the water 
line. The press contained 28,000 bales, 
of which approximately 24,000 was in- 
sured, and about 4,000 uninsured. The 
cotton belonged to people in all parts 
of the United States. Expert cotton men 
estimated that tags would be washed off 
of about 10,000 bales and they would re- 
main unidentified. 

After consulting leading legal minds, 
interested insurance men and salvage ex- 
perts it was decided that in order to pro- 
tect all parties interested it would be 
necessary to appoint a federal receiver 
for the warehouses in Greenville and ad- 
Jacent towns. Vice-president Miazza, of 
the New Orleans Adjustment Company, 
promptly made application for such a re- 
ceivership, and it was granted by Fed- 
eral Judge Dawkins. Judge Dawkins 
named Charles B. Snow of Jackson, re- 
ceiver, and fixed his bond at $100,000 on 
the Greenville compress and at $50,000 
each on the compresses at Leland, Bel- 
zoni and Hollandale. Mr. Snow is a 
member of the firm of Butler & Snow, 
well-known insurance lawyers. 

It is understood that the receiver will 
doubtless avail himself of the facilities of 
the Underwriters’ Salvage Company in 
carrying on salvage operations. 

This action on the part 5 the New 
Orleans Adjustment Company has pro- 
tected all concerned, concentrating op- 
erations under one responsible head. 


Rossia Wins Suit Of 
Foreign Creditors 


LOWER DECISION IS REVERSED 


N. Y. Court Holds British Company 
Cannot Collect From Assets Of 
Rossia, The American Company 


The Rossia Insurance Company of 
America won an important victory last 
week when the Appellate Division of the 
New York Supreme Court reversed a de- 
cision of the lower court and held that 
European creditors of defunct foreign 
insurance companies cannot collect their 
claims from assets of branches operat- 
ing in this company as separate corpora- 
tions. The case was that of Fred S. 
James & Co., which held a claim on as- 
signment from the Eagle, Star & Brit- 
ish Dominions, against the Rossia of 
America, former subsidiary of the Ros- 
sia of Petrograd, liquidated in 1919 by 
the Soviet Government. 

The Appellate Division held that the 
plaintiff, representing the British credi- 
tor, is not entitled to collect from sub- 
stantial assets in the possession of the 
Rossia of America. The unanimous opin- 
ion of the court, written by Justice 
Finch, said that the question presented 
was whether the plaintiff, holding claims 
against the Russian corporation, was en- 
titled to follow assets in the hands of 
the defendant, not a party to the trans- 
action, “upon a claim not yet established, 
and before the legal remedies to estab- 
lish and collect the same as against the 
principal debtor have been exhausted.” 
The question to be decided was whether 
the defendant is the Rossia of America, 
an independent entity, and not merely 
the Russian corporation under another 
name. 

The opinion points out that the Rus- 
sian Government declared the insur- 
ance companies of that country liqui- 
dated as of April 1, 1919. For many 
years prior the Rossia Insurance Com- 
pany of Petrograd had a branch in this 
country and in accordance with a re- 
quirement of the insurance laws had 
made deposits here. The manager of 
the American branch was directed in 
1914 to incorporate it, and a special char- 
ter was obtained from the Connecticut 
Legislature in 1915. The organization of 
the American corporation was completed 
on April 1, 1919, when the defendant 
took over all the American assets and 
assumed all the American liabilities, the 
sovietization of the Russian corporation 
having been effected on the same date. 
The assets of the Russian company in 
that country were confiscated and the 
directors fled from Russia and estab- 
lished themselves elsewhere. 

Approved In Two States 


Dealing with the good faith of the 
incorporation of the American branch, 
Justice Finch says the transaction was 
approved by the New York and Connec- 
ticut Insurance Departments, and by the 
courts of the latter state. Justice Finch 
says that in the course of a trial of the 
present action the plaintiff seems to 
have conceded the validity of the trans- 
actions, with the exception that an al- 
leged surplus of some $2,500,000 over the 
existing liabilities in America had been 
transferred to the defendant. It is out 
of this surplus that the plaintiff seeks 
to collect its claim. Justice Finch said: 

“We have reached the conclusion that 
whether judged by those well-known 
principles of law, which are applicable to 
the following by a creditor of assets of 
debtor into the hands of a third party, 
or, on the other hand, judged by the 
application of larger principles of equity 
and comity, the plaintiff has failed, upon 
this record to establish at this time a 
cause of action.” 

The opinion says it does not appear 
from the record that at the time of the 
transfer the Russian corporation was in- 
solvent or that its only assets were 
those in America, but, on the contrary, 
“it does appear that there were substan- 
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INCORPORATED 1868 


Che Standard Fire Insuwance Co, 


OF NEW JERSEY 
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O. J. PRIOR, President W. M. CROZER, Secretary 
tial assets in various European countries 
in addition to those taken over by the 
ae Social Federated Soviet Re- 218TH YPAR 
public.” 





JAMES J. LEYDEN DIES 


James J. Leyden, chief fire examiner 
of the Pennsylvania Insurance Depart- 
ment, died last week in Philadelphia. He 
was fifty-five years old and was con- 
sidered one of the best fire insurance 
company examiners in this part of the 
country. Mr. Leyden was also attached 
to the liquidation bureau of the Penn- 


sylvania Insurance Department since 
1913, 





SUN 
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the movement. 


An All-Year Sales Field 


Every railroad and industrial center in 
normal times is the embodiment of hus- 
tling activity. Shipments are crawling 
forward in long freight trains or thunder- 
ing along on the fast express. Others go 
by motor truck. It is a ceaseless process 
of rushing products from maker to con- 
sumer. Continued prosperity accelerates 


































Considerable loss is sometimes entailed 
in this great volume of shipping. And 
where it isn’t protected by Transporta- 
tion Insurance, serious financial loss to 
the shipper often follows. 

























round. 


enue. 


The vast shipping interests of the 
country open up an unusual field for 
Transportation Insurance. It is a cover- 
age that can be profitably pushed all year 
In it agents of the Harmonia 
have a great field for commission rev- 



















Progressive, well qualified 

agents, will do well to con- 

sider representation in their 
agency for the 
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> The Fleet 


The great battle fleet now riding 
at anchor off New York is the insur- 
ance our nation carries against de- 
struction by hostile forces which 
might attack by sea. 


How foolish it would be if our 
defense ended here—if we did not 
have an Army and an Air Force to 
protect us in case of attack on land 
or from the air. 


Equally foolish it seems to insure 
against the onslaughts of fire only 
and ignore the menace of destroying 
windstorms and tornadoes, of explo- 
sion, strikes, riotand civil commotion. 


How many of your clients have 
only a Navy for protection? Check 
up and show them that complete 
security can only be obtained with 
all arms of the Insurance Service. 


Whe CONTINENTAL 


INSURANCE COMPANY 
EIGHTY MCAIDEN, LANE, NEW YORK, N.Y. 


ERNEST STURM, Chairman of the Board 
PAUL L.HAID, President 


CASH CAPITAL “* TEN MILLION DOLLARS 


NEW YORK * CHICAGO * MONTREAL * SAN FRANCISCO 


“The Continental Commands Confidence” 
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Ludlum Urges Uniform 
Legislative Regulation 


SERVICE IS NOW HAMPERED 





Home Vice-President Tells Commerce 
Chamber How Multiplicity Of Laws 


Restrain Fire Insurance 





Speaking last week in Washington be- 
fore the fifteenth annual meeting of the 
the United 
States on the topic of services of fire in- 


Chamber of Commerce of 


surance C. A. Ludlum, vice-president of 


the Home, said that the fullness of serv- 
ice expected by the world at large is re- 
strained and hampered to no small de- 
and official obstacles in 


gree by legal 


many states. There is a great variety 
and wide diversity of compulsory and 
prohibitive provisions, including contra- 
dictory requirements of law and regula- 
tions in the various states, according to 
Mr. Ludlum and these control and re- 
strain the practice of fire insurance. 

“Perhaps it is desirable that insurance 
ccmpanies are required to make state- 
ments annually to each one of the states 
revealing details of operation, underwrit- 
ing and investment income, expenses and 
losses paid and incurred, profit (if any) 
with a minuteness of itemized particu- 
larity such as probably no other busi- 
ness or occupation is called upon to ren- 
der or reveal. Certainly there can be 
no ‘trade secrets’ in fire insurance. Per- 
haps also, but not surely, it is expedi- 
ent and in behalf of the public interest 
that supervision of the fire insurance 
business by the states should extend so 
far beyond the policy of other countries 
in this respect. 

“These presumptions may be admitted, 
however, without impairing the force of 
the assertion that the variety and di- 
versity of valued-policy, anti-coinsurance, 
anti-compact and anti-this-and-that-and- 
the-other laws; statutes forbidding 
agreements on rates, and others (fre- 
quently in the same state, strange as it 
may seem) practically forcing all insur- 
ers into a single bureau or association 
committed to rigidly uniform conduct 
and operation, do constitute obtrusions 
of state control which hinder rather 
than promote’ the rendering of the full- 
est service. 

Criticism Of Valued Policy Law 

“That old, familiar bottle-holder for 
the arsonist and accomplice of the in- 
cendiary, the valued policy law, might 
not be regarded as a positive obstacle 
to service, but it undoubtedly makes it 
more costly. It is subversive of the 
wholesome theory that the insurance 
contract is one of indemnity only and 
not a gambling venture, a form of con- 
tract which has been repeatedly de- 
nounced by high authority as contrary 
to good public policy. 

“Laws proseribing or restricting co-in- 
surance or average contribution provi- 
sions are found in the statutes of more 
than one-third of the states. Such laws 
are generally the result of misappre- 
hension, misinformation or ignorance re- 
specting one of the fundamental princi- 
ples of insurance which has been recog- 
nized and employed from the beginnings 
of the institutions of insurance. 

“Manifestly no standard or system of 
rating fire risks can be _ consistently 
utilized or applied, as proper and satis- 
tory service to many large interests re- 
quires, while and where valued policy 
and anti-co-insurance laws prevent the 








suggestion is assured. 


selling specific policies. 











“OH, YES, THE ALLIANCE” 


Recognition — familiarity — confidence, all these are con- 
veyed by the tone of the prospective policy-holder when 
approached by the Alliance Agent. 


At once a basis is established that facilitates the trans- 
action of business. A proper consideration of the agent’s 


Alliance Agents write. bigger business because they spend 
less time in selling their Company and so have more time for 


THE ALLIANCE 


INSURANCE COMPANY 
of PHILADELPHIA 














equal application of rating methods and 
premium charges. 

“In a number of states the companies 
are required to file their forms, clauses, 
permits, rules of practice and details of 
operation, subject in many instances to 
departmental criticism or disapproval, 
seriously interfering with the effort to 
provide concurrent, equivalent coverage 
on properties of similar kind, or even of 
identical ownership if located in more 
than one state. 

Investments And Fire Profits 

“Because one very important question, 
the answer to which may materially af- 
fect the ability of fire insurance to ren- 
der service, is now with our highest 
itribunal for adjudication I shall only 
briefly refer to it. The business of fire 
insurance, of risk taking and loss pay- 
ment, has been regarded by those who 
have devoted to it their energies and 
their abilities as one entitled of itself, 
quite apart from the contingent results 
ot any banking and investment activities 
incidental to it, to a reasonable profit 
when wisely and well conducted. Re- 
cently the contention has been officially 
put forth that earnings of a fire insur- 
ance company secured through invest- 
ment operations, increment in asset se- 
curities and all financial transactions 
shall be construed and taken to be in- 
surance profits in determining what is a 
reasonable underwritinb profit for the 
purpose of arriving at a proper level of 
fire insurance premium rates. 

“I venture to express the hope that 


the business of fire underwriting wil not 
be relegated to the role of a mere mech- 
anism or device for providing funds in 
quantity for financial operations—re- 
quired to sell its service at or below cost 
and so depend upon the fortuitous 
course of the investment markets for its 
earnings, or perhaps even the solvency 
of some of its institutions—and to pre- 
dict that if such theory of its place and 
function does prevail the business will 
be so seriously concerned and preoccu- 
pied with the problem of adapting itself 
(or any many in the business as can 
achieve survival) to such a radically al- 
tered economic concept that there will 
be a small chance of extending the scope 
or improving the quality of its service 
as “the handmaid of commerce,” as it 
has been heretofore characterized. 

“The desirability of more nearly uni- 
form legislative and administrative regu- 
lation of the fire insurance business has 
been repeatedly asserted by state offi- 
cials whose observation and experience 
have led them to perceive and remark 
thereupon.” 





COL. ROWBOTHAM ELECTED 


Col. James Rowbotham has _ been 
elected assessor, or ratemaker, for the 
Cuban Association of Fire Insurance 
Companies. He had been recommended 
for the position by the Fire Offices Com- 
mittee (Foreign) of London and the 
United States Fire Companies Confer- 
ence. 


—.. 
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Chamber of Commerce 
Insurance Resolutions 


WHAT WAS RECOMMENDED 





Uniformity in Legislation, Rating $y. 
tems, Taxation Urged; Also Higher 
Pay for Commissioners 





The Chamber of Commerce of the 
United States, at its annual convention 
last week in Washington, D. C., passed 
resolutions endorsing: reasonable state 
regulation of insurance companies; uni- 
formity in taxation, legislation, rating 
systems and other things; better pay 
for insurance commissioners; and _ the 
principle of reciprocity between the 
states. 

The four resolutions dealing with the 
various phases of insurance supervision 
and regulation follow: 

“Tnsurance, being a method of distri. 
bution of individual economic loss and 
indispensable to commerce and industry 
as well as to the people generally, isa 
proper subject of state legislation and 
regulation. The state is concerned in 
the public interest, with the maintenance 
of the solvency of the insurer as well as 
with the observance of the broad prin- 
ciples under which equitable treatment 
may be obtained by all users. of insur 
ance. 

“Effective state regulation demands 
competent and adequately compensated 
officials conversant with insurance prit- 
ciples. These state officials should, a 
public expense, co-operate with the like 
officials of other states to bring about 
desirable uniformity in legislation, tax 
tion, solvency tests, ‘rating systems, 
classifications of standards, uniformity of 
returns, licenses and investments. 

“Rates for insurance should be pred: 
cated upon systems of charges for u- 
favorable elements and credits for favor 
able elements or conditions to the end 
that such rates may be uniform and not 
discriminatory as between risks of the 
same hazard, and coinsurance, or aver 
age distribution, should be permitted. To 
this end uniformly established systems 0 
risk measurement applied through rating 
bureaus or other expert bodies are e& 
sential. 

“The principle of reciprocity betweel 
the states is advanced to the end that 
investments shall be determined by the 
quality of the security regardless of the 
situs, that taxes may be fair and leviel 
directly without regard to local invest 
ment requirements, departmental charges 
adjusted to cover the cost of the service 
rendered, and insurers be enabled to ob 
tain from authorized companies in aly 
state the coverage which their individual 
necessities require.” 


TO VISIT SWITZERLAND 








Representative of Illinois Department 
Will Make Trip as Result of Mar- 
quette National’s Failure __ 
H. U. Bailey, director of the [Ilno's 
department of trade and commerce, Wl 
supervision over the insurance depatt 
ment, stated while in attendance wp! 
the spring meeting of the National Cot 


vention of Insurance Commissioners " § 


Richmond, Va., last week that he ® 
planning to go abroad in June to settle 
up reinsurance liabilities of the Swit 
erland branch office of the Marquette 
National Fire of which he is recelet 
He said that the company had liabilitié 
in Europe estimated at approximatel 
$50,000. Mr. Bailey is now receiver fr 
a total of nine companies with thre 
more receivership prospects. 
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Ira H. Woolson of the 
National Board Dies 


wAS CONSULTING ENGINEER 





One Of Leading Building Construction 
Experts In Insurance; Well-Beloved 
By Many Friends 





Ira H. Woolson, consulting engineer of 
the committee on construction of build- 
ings of the National Board of Fire 
Underwriters, and one of best beloved 
members of that large organization, died 
suddenly in Chicago on Sunday morn- 
ing, May 8. He was seventy-one years 


of age and had acted as consulting en- 
gineer for the National Board for the 
last seventeen years. 


Funeral services 








IRA H. WOOLSON 


were held yesterday afternoon at St. 
Paul’s Chapel, Columbia University. 

Mr. Woolson had been in Chicago for 
two or three days attending the annual 
meeting of the Building Officials’ Con- 
ference and after the session on Thurs- 
day evening went for a walk, was 
stricken on the street and died on Sun- 
day morning. Mrs. Woolson, called to 
chicago, arrived in time to be with her 
husband uniil the end. 

Ira H. Woolson was born on August 
ll, 1856, in Niagara County, New York. 
After the usual elementary schooling he 
entered Columbia University and was 
graduated from the School of Mines in 
1885, with the degree of M. E. Upon 
leaving Columbia he was employed in 
the Geological Survey of New Jersey, 
remaining there until 1887 when he re- 
signed to become an assistant instructor 
of drawing in the Columbia School of 
Mines. 

In 1891 he began a labor which was 
to establish the trend of all his future 
activities. He became the uwniversity’s 
official testing engineer for fireproof ma- 
terials and founded that  institution’s 
laboratories. There the structural fire 
resistance of all kinds of materials was 
tested for the Bureau of Buildings of 
the city of New York and for other 
cities. This work remained in his charge 
or a period of nearly twenty-three 
years, Meanwhile, he had become, in 
1903, adjunct professor of mechanical 
and civil engineering at Columbia. 

Joined National Board In 1910 

Through all this work his reputation 
had been widening constantly and, ac- 
aeanely, when the National Board of 

ire Underwriters organized its commit- 
tee on construction of buildings, Profes- 
sor Woolson was invited to conduct its 
activities. Accepting this post he became 
ng with the National Board in 
July, 1910, and continued in that capac- 
ity for the rest of his life. 

1s work with the board was of a 


most important and varied nature, con- 
sisting in the main of service on sundry 
engineering and fire protection commit- 
tees, reviewing building codes sent to 
him for criticism and suggestion by the 
authorities of hundreds of municipali- 
ties throughout the country and, in gen- 
eral, engaging in the customary work of 
an engineering consultant. Professor 


Woolson was the author of the National’ 


Board’s recommended building code, its 
standard ordinance for chimney con- 
struction, its code of suggestions for con- 
struction and fire protection of dwelling 
houses and code of suggested ordinances 
for small municipalities. It is impos- 
sible to estimate the influence exerted 
by these publications on building prac- 
tice everywhere. 

One of the most important activities 
upon which he embarked began in 1920 
when Secretary Herbert Hoover of the 
Department of Commerce invited him to 
organize a committee of national ex- 
perts to investigate building conditions 
and the building inactivity which pre- 
vailed throughout the country in that 
year. Mr. Woolson’s committee, after 
close study, decided that the principal 
trouble was a lack of. standardization. It 
so reported to Secretary Hoover. This 
was in 1921, and in May of that year 
the Secretary named Mr. Woolson 
chairman of the now widely known 
Building Code Committee of the Depart- 
ment of Commerce—an outgrowth of the 
previous years’ investigating body which 
Mr. Woolson had headed. The prin- 
cipal aim of this committee was to evolve 
a standard, universal building code. 


Survived By Widow 


Mr. Woolson is survived by his widow, 
Anita Mason Woolson. They lived in 
Astoria, Long Island, but were soon to 
move into a home which they had been 
building throughout the winter in Sum- 
mit, New Jersey. 

W. E. Mallalieu, general manager of 
the National Board, pays tribute to Mr. 
Woolson in the following words: 

“Professor Woolson’s sudden death 
comes as a great shock to us who were 
his associates in the National Board. He 
was a man whom we not only revered 
but for whom we had a positive feeling 
of affection. 

“To me his passing means the loss of 
a most wise and sympathetic friend. No 
man took the interests of the National 
Board of Fire Underwriters more to his 
heart than did Professor Woolson. He 
was loyalty personified.” 





RALPH BAB DIES 


Ralph Bab, manager of the Scranton, 
Pa., branch of the General Adjustment 
Bureau, died suddenly last Friday at his 
home in Scranton. He was thirty-eight 
years old and had been with the Bureau 
since i906, when he joined as stenog- 
rapker to W. J. Greer. Later he be- 
came adjuster, staff adjuster or branch 
manager at various points throughout 
the Eastern field. Mr. Bab is survived 
by his widow and one child. 








Illinois Man Wins 
$100 Car Essay Contest 


BOSTON, OLD COLONY PRIZES 





John Valentine Says Agent Must Know 
Where As Well as How to Sell 


Insurance 





John Valentine of the Bennett & 
Shade Agency, Decatur, IIll., won first 
prize of $100 in the Selling and: Adver- 
tising Automobile Insurance Contest of 
the Boston & Old Colony. H. Herman 
Hitchcock of Cambridge, N. Y., won 
second prize; Miss Adelia Murphy, T. M. 
Sheehan agency, Manchester, N. H., 
third prize, and L. L. Hofer, Victoria, 
Tex., fourth prize. Among those receiv- 
ing honorable mention were Harry W. 
Larson, S. Merritt Skelding agency, 
Stamford, Conn.; A. P. Pauly, Pauly 
agency, Sheboygan, Wis.; W. W. Olds, 
Oakland, Cal., and Elmer Weimer, Wei- 
mer-Kraner agency, Marion, O 

Valentine’s essay follows: 

“How do you find business?” the jelly 
bean asked -the sawbuck philosopher. 
And, of course, the answer was, “By 
lookin’ fer it.” 

There is a disappointed fellow in this 
city. He has tried selling automobile 
insurance but is disgusted and is going 
to look for something better. Business 
was punk, and he couldn’t understand it 
at all. Didn’t he have a fine office, on 
the main street, in a modern building? 

This deluded individual formerly 
owned a cigar store, and had hundreds 
of customers a-day. His only mistake 
lay in assuming that they would drop 
in for insurance in the same way. 

Won’t Cross Street to Buy Cigarettes 

He didn’t realize that people will walk 
a mile for a Camel, which is so essen- 
tial to life, liberty, and, the pursuit of 
nicotine, but that they won’t cross the 
street on such an inconsequential mat- 
ter as procuring protection for their 
home and their bank account, by taking 
out automobile insurance. 

The old timers and the big timers 
insist that sales success rests primarily 
on the number of people that we solicit. 
Almost invariably the plugger beats out 
the brilliant, but sporadic, talker. Shoe 
leather is so much more useful than 
leather lungs. 

These “How I Held Them Spellbound” 
pictures in the correspondenge school 
ads are thrilling, but fantastic. No 
course in salesmanship can take the 
place of digging up prospects. 

And it’s fun! Talk about the gold 
strike at Weepah, Nevada—why, pros- 
pecting for automobile insurance is just 
as interesting as scratching for nuggets. 
And the profits are more lasting. 

As to ways and means, start in on 
your, friends. Take the attitude that 
they'll be peeved if you don’t think 
enough of them to safeguard them. It 
is surprising—cynics to the contrary— 
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how friendship continues where business 
begins. 

After your friends, strangers are the 
best materials. And there, though han- 
dicapped by the lack of points of con- 
tact, you are aided by the fact that there 
are sO many persons to work on. 

The number of them, like Fords and 
poor relations, is unlimited. Noi every- 
one nowadays owns a car, but the few 
that do not are going to some time. And 
those that have one are going to get an- 
other. A small and a large car, so the 
social critics inform us, will soon be the 
necessary motor equipment of every 
middle class family. 

The third source of “leads” is in auto- 
mobile sales agencies and_ garages. 
Happy is the insurance man who has 
a wide and intimate acquaintance with 
auto dealers and salesmen. 


Mutual Back Scratching 


Such an acquaintance, moreover, may 
easily be cultivated by various social de- 
vices. They are all good fellows, and 
well worth knowing. But the easiest 
way to their hearts is by way of their 
pocketbooks. In other words, they will 
be so much more eager to give you a tip 
for insurance if you give them one for a 
car. 

It’s the old pastime of mutual back 
scratching. The good insurance solicitor 
nowadays creates business for the deal- 
ers as well as for himself. There is one 
such to my knowledge who has directly 
occasioned the sale of several cars this 
year, to the undying gratitude of the 
auto salesmen. And the latter say it 
with prospects for automobile insurance. 

There are auxiliary methods, of course. 
These include the solicitation of policy- 
holders of other lines carried by the of- 
fice; direct circularizing; newspaper ad- 
vertising ; compilation of expiration data 
from automobile finance companies; 
follow-up of automobile .accidents; im- 
mediate interviews with new residents of 
the city. 

It is assumed, in this exposition, that 
the salesman represents a company, such 
as the Boston, with sound contracts and 
excellent adjustment service. And it is 
further understood that he knows thor- 
oughly the various forms of coverage 
and their indispensability to the auto 
owner. Moreover, there may be a local 
condition, such as in this city, necessi- 
tating the rebuttal of the cut-rate offers 
and inadequate policies of mutuals and 
reciprocals. 

All such information is fundamental. 
But the. selling depends on field work. 
The agent must consider where he is 
to sell that automobile policy, rather than 
how. 

As Aesop said 2600 years ago: “Once 
upon a time a man called at an insur- 
ance office of his own volition, to take 
out full protection on his car. But the 
shock to the agent was so great that 
a law was passed against it.” 





D. E. O’CONNOR’S NEW POST 





Placed In Charge Of Statistical Depart- 
ment.Of American Of Newark; For- 
merly With New York Concern 
Daniel E. O'Connor, formerly asso- 
ciated with H. Braverman & Co., of New 
York, has been placed in charge of the 
statistical department of the American 

of Newark. 





FRANK W. RICHARDS DIES 
Frank W. Richards, for over forty 
years a fire and general insurance broker 
in Boston, and interested in co-operative 


banks, died recently at his home in 
Brookline at the age of seventy-one 
years. 





CORNWALL-STEVENS, INC. 

At Albany, Cornwall-Stevens, Inc., New 
York City, was incorporated by George 
C. Stevens, H. C. and H. F. Cornwall, 
R. J. Sykes, George D. Vail, Jr. and 
C Arthur Metzer. This is a well-known 
brokerage concern. 
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Assured Should Know 
More About Insurance 


DUTY TO EDUCATE IS PRESENT 





James S. Kemper, Mutual Manager, 
Tells Commerce Chamber Service of 
Information is Big Asset 





To augment the knowledge and under- 
standing of fire insurance on the part 
of business men of large and small af- 
fairs is one of the best services fire in- 
surance can give and one which busi- 
ness should expect in the opinion of 
James S. Kemper, manager of the As- 
scciation Mutual Insurance Companies, 
in a talk he made last week in, Washing- 
ton before the annual convention of the 
Chamber of Commerce of the United 
States. In the service of information 
and knowledge he said the smaller units 
of American business particularly can be 
better informed as to fire insurance com- 
panies, their organization, their finances, 
their scope, rates, methods and facilities 
for service than they have been. 

“The policyholder should know the dis- 
position of his insurance dollar and be 
thereby inspired with confidence to avail 
himself further of the advantages of fire 
insurance service,” said Mr. Kemper. 
“The larger concerns whose volume is 
enough to justify their own insurance 
executive or department have through 
their own research and study an advan- 
tage in this respect. The same advan- 
tage should be secured for the smaller 
businesses, through co-operative efforts 
and with the whole-hearted and gener- 
ous assistance of the fire insurance com- 
panies. 

“Education of the public is especially 
reeded in new things, such as, for exam- 
ple, the hazards introduced by airplanes, 
by radios, by oil burners. This has the 
tremendous effect of having the compa- 
nies and the public realize that these 
are common problems which must be 
worked out together, and not merely 
rew opportunities for the companies and 
their agents to collect premiums, to ‘sell 
something.’ 


Per Capita Wealth Fire Loss Not Large 


“The effectiveness of the device of call- 
ing attention to the fire loss of property 
in the United States compared to that of 
Furopean countries could be made much 
more effective by digging out the real 
facts and not presenting mere per capita 
figures. On a basis of per capita wealth 
—which is the only proper basis—there 
can be little doubt that the figures will 
show not only that this nation compares 
favorably with others, but also that our 
own record relatively is improving from 
decade to decade. Per capita figures, 
whether used for local or international 
comparisons, are always misleading. For 
them we should substitute data based 
upon insurable values and taking into 
account climatic, economic, sociological 
and other pertinent conditions. We need 
heve no fear of the American public let- 
ting up in fire prevention efforts in the 
face of optimistic reports. With us, 
truly, ‘nothing succeeds like success,’ and 
a good showing will inspire us with in- 
creased efforts ‘to beat the record.’ 

“In every development looking toward 
prevention of loss and stabilization of 
business, fire insurance service will be 
required. The companies must be in the 
vanguard in extending the use of sprin- 
kler equipment, developing automatic 
alarm systems, gathering statistics and 
formulating conclusions that will enable 
them to guard against possible catas- 
trophes, and so on through an extensive 
list of improvements, in the public in- 
terest. Much has been done, much re- 
mains to be done in informing the public 
as to the policy contract and in improv- 
ing, simplifying and standardizing poli- 
cies and forms. In the forty years since 
New York standardized a fire policy, fol- 
lowing the pioneer step of Massachusetts 
seventeen years earlier, thirty additional 
states have adopted a standard form, the 
New York form generally being followed. 
Our future progress in such matters will 
doubtless be much faster 


“Fire insurance companies have at risk 
in the United States close to two-hun- 
dred billions. They collect annually 
around a billion dollars. Profiting by 
this enormous outlay, equal perhaps to 
one-tenth of the annual increase in our 
national wealth, the American public 
gets in return by-products worth far 
mere than the actual indemnity, which 
alcne amounts to approximately half a 
billion. 

“Greatest of these by-products is sta- 
bility. Picture the mingled sluggishness 
and confusion that would result were 
American business suddenly to be de- 


prived of fire insurance indemnity! Con- 
sider how extension of mercantile credits 
depends on this service! The vast build- 
ing operations of the last decade to the 
extent that they were made possible by 
real estate mortgage loans—and it was a 
great extent—were made possible also by 
the service of fire insurance.” 





F. P. JELLIFFE IN PITTSBURGH 


Fred P. Jelliffe, former superintendent 
of the ocean and inland marine depart- 
ment of the Automobile of Hartford at 
its branch office in Newark, N. J., and 








ee, 
— 


more recently connected with the wel 
known agency of R. B. Jones & Sons a 
Kansas City, Mo., has joined the Na. 
tional Union Fire of Pittsburgh, and yil 
take charge of the inland marine depart. 
ment to develop side lines. Mr. Jelliffe 
is well qualified to handle this work 
having been engaged in the marine inswr. 
ance business for a number of years 
Prior to locating in Newark he was as. 
sociated with Willcox, Peck & Hughes 
Edson & Company, and special agent of 
the ocean marine department of the Ay. 
tomobile for the New England and Mi¢. 
dle Atlantic States. 
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Insurer of the estate of Franklin Summerfield 


























THE LIVING ROOM INTHE 
MANOR 





THE SUMMERFIELD YACHT 





HE estate of the late Franklin 
Summerfield is a matter of mil- 
lions and its management is a busi- 
ness in itself involving the direction 
of various trust funds, the care of 
the Summerfield country place and 
the handling of the business affairs 
of his widow and children. 


The insurance requirements of the 
estate are many and varied; they 
call for everything from the fire 
line on the $100,000 Summerfield 
Manor to amarine policy on young 
Dick. Summerfield’s* yacht and a 
live stock policy on his prize-win- 
ning pointer. 


It is not only decidedly profitable 
for an agent to be insurance advisor 
to this estate, but it is likewise 
something of an honor—an honor 
that has befallen the local repre- 
sentative of the Hartford Fire In- 
surance Company, both because 
of his recognized ability and 
the various facilities which the 
Hartford has provided him 
for the handling of complete 
“property insurance”, 


HARTFORD FIRE INSURANCE CO. Hartford, Connecticut. 


The Hartford Fire Insurance Company and the Hartford Accident and Indemnity Company write practical’y every form of insurance exept life 








THE PRIZE POINTER 


ONE OF THE SIX 
SUMMERFIELD CARS 
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WHY is an order for insurance considered by some 

insurance salesmen to be so much more of a favor 
than is an order in any other business—so much of a 
favor that reasonably prompt payment of the premium 
is not expected? 





When the company has given indemnity commensu- 
rate with the premium charged and fulfills its contract 
| promptly in event of loss— 


" When the agent has prepared a policy to fit the 
requirements of the individual case, drawing, for the 
purpose, upon the knowledge gained through years of 


experience and study— 





Why should the premium not be collected as 
promptly as a good business man collects for his mer- 
chandise, or a bank for its credit? 


The American 


INSURANCE COMPANY 


Newark, N. J. 





J No. 8 of a series & 
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Spanish Regulations 
Of Foreign Companies 


DEPOSIT DEMANDS INCREASED 
Hard For Outsider To Invade Market 
Although Much Business Is Placed 
Outside Spain 


London, May 5.—While some feeling 
has been created by the somewhat in- 
effectual attempts made by this country 
to overcome the difficulties created by 
the tariff wall built up by Spain, the 
position with regard to insurance com- 
ptnies appears to have been overlooked. 

Foreign companies operating in Spain 
were by various laws required to make 
deposits up to a maximum of 100,000 pe- 
sctas (approximately $20,000), and, to 
maintain in addition deposits against out- 
sionding liabilities amounting to one- 
third of the premium income from Span- 
ish business after the deduction of local 
reinsurance. Transport and fire insur- 
ance companies came under this regula- 
tion, and also had to make a deposit 
evarantee of 200,000 pesetas ($40,000), 
while all policies had to be issued in 
Spanish currency, insurances on a gold 
basis being particularly prohibited. In 
addition foreign companies had to pay a 
stamp tax of 2% on the amount of capi- 
ta! allocated for operation in Spain and 
an additional 20 centimes for every. 1,000 
pesetas insured against marine perils. 

These laws have now been amplified 
by further provisions contained in a 
Roval Decree of February last, in which 
the amount of deposit for marine and 
several other classes of business is in- 
creased to 300,000 pesetas ($60,000), while 
marine companies are also required to 
have a capital of at least 2,000,000 pe- 
setas ($400,000), with a minimum paid- 
up capital of 750,000 pesetas ($150,000), 
while, when the capital is 3,000,000 pe- 
setas and over, the paid-up ratio must 
be at least 25%. 7 

Moreover, foreign companies transact- 
ing business in Spain must make a de- 
posit equivalent to that required of 
Spanish companies transacting business 
in their country of origin, always pro- 
vided that this amount is not lower than 
that required by Spanish law, while for 
these companies already operating in 
Spain a period of five years is granted 
to enable them to comply with the re- 


quirements of the new law, the capital. 


amount required being payable in five 
annual installments, but the minimum de- 
posit being due immediately. 

It will be seen that Spain is deter- 
mined not to make it easy for the for- 
eigner to invade her insurance market, 
although the cover of foreign under- 
writers is badly needed by Spanish 
trade as witness the large amount of 
business transacted on Spanish interests 
in Britain. This is, perhaps, because the 
Spanish requirements are so stringent 
that the assured prefers to have a for- 
eign security, even though in the case 
of dispute he has no recourse in his 
own courts, but must sue in those of the 
country in which his policy is issued. 





CANADIAN AUTO RATES CUT 


The Canadian Automobile Under- 
writers’ Association have announced 
automobile rate readjustments for the 
Maritime Provinces which produce sub- 
stantial decreases in premium rates for 
fire insurance, collision insurance, and a 
comprehensive policy. New Brunswick 
and Nova Scotia now take the same fire 
rate as Prince Edward Island; namely 
territory three rates. New Brunswick 
has been given territory four rates for 
collision insurance and Nova Scotia ter- 
ritory two rates for collision. Prince 
Edward Island and Newfoundland have 
heen given territory four rates for col- 
lision. 





A HISTORY OF FIRE 


The head curator of anthropology in 
the United States National museum, Dr. 
Walter Hough, has just issued a most 
interesting volume containing a history 
of fire. 





E. E. Calkins Writes On 
Insurance Advertising 


NOTED ADVERTISING EXPERT 


In Introduction To Book By Longnecker 
And Spaulding He Cites Value 
Of Insurance Ads 


Ernest Elmo Calkins, one of the lead- 
ing advertising men of this-country, has 
written the introduction to the new book 
called “Advertising Property Insurance,” 
written by J. W. Longnecker, advertis- 
ing manager of the Hartford Fire, and 
A. W. Spaulding, assistant advertising 
manager of the same company. Mr. 
Calkins gives not only his appreciation 
of the ideas of Messrs. Longnecker and 
Spaulding, but also tells what must be 
done by tthe reader of the book in order 
to “cash in” on the advertising sug- 
gestions given to him. He likewise says 
there is a great need for more books 
on advertising fire insurance, to be writ- 
ten by those who know the game from 
the inside. 

Speaking of the type of book turned 
out by the two authors associated with 
the Hartford Fire Mr. Calkins says: 

“The authors of this book are two men 
whose experience in advertising insur- 
ance has been long, wide and deep. The 
book they have written is practical, a 
“how to” book. It is a by-product of 
their daily jobs. Their. work has been 
and is advertising insurance, fire, acci- 
dent, indemnity—nationally for the par- 
ent company, and locally through insur- 
ance agents and representatives. They 
have learned by doing. They know what 
can be done, and what is even more 
essential, what cannot be done. They 
have employed the deductive rather than 
the inductive method. They secured 
their facts first and deduced their rea- 
sons from them, instead of thinking up 
reasons and then seeing if the facts 
backed them up. The book is as prac- 
tical as a steam shovel, or a safety 
razor—a book made to do a certain job, 
which it does with the thoroughness of 
an instrument of precision.” 

Advertising Overshadows All 

Turning ‘to the philosophy of selling, 
Mr. Calkins has this to say on ad- 
vertising, which he contends overshad- 
ows in importance both experience and 
personal solicitation: 

“But it should not be forgotten that 
this is a work book, not a play book. 
It is a book to keep on your desk and 
consult frequently, not drop in your bag 
to while away a vacation. Nor will it 
do you any good even on your desk if 
it is allowed to collect dust. 

“This book is like that. You have got 
to use it. Its mere purchase will not 
help you to sell any more fire insur- 
ance than if you bought a copy of the 
poems of Edna St. Vincent Millay. 
Neither will reading the book if it ends 
there. The idea is to buy the book, read 
it, and then put its suggestions in force. 
It is broad enough to include every man 
who sells insurance, wholesale or. retail 
—not only fire insurance, but all the lit- 
tle brothers of fire insurance by which 
we are protected from loss through what 
contracts call ‘acts of God.’ 

“There must be a certain amount of 
education in insurance advertising. In- 
surance is not a product that you buy 
over the counter and have wrapped up 
to take home with you. It is a serv- 
ice, something that exists and continues 
to exist until needed. Selling it de- 
mands producing a state of mind. This 
state of mind is the result of education, 
to turn people from happy-go-lucky op- 
portunists- into foresighted, prepared 
business men. Selling insurance is easy 
if the prospects are prepared to buy. 
The real work is preparing the mind. It 
is nothing to get the name on the dotted 
line from a man who wants insurance. 

“There are three ways by which a man 
can be brought to this state of mind. 
One is bitter experience. Like Job. On 
the morning after, when his three 
friends came and sat with him and said 
nothing, it is a pity nome of them was 
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HONOR T. F. DORRIS 


Dinner Celebrates 25th Anniversary In 
Electrical Insurance Inspection 
Work; Given Hand Bag 
T. F. Dorris, for more than twenty- 
five years connected with the electrical 
inspection work in the insurance field, 
was tendered a dinner on Monday, May 
2, by the inspectors and office staff of 
the Fire Insurance Society of Newark, 
at Hemlock Inn in the Orange Moun- 

tains, New Jersey. 

Previous to his connection with the so- 
ciety, which he assisted in organizing, 
he was connected with the Newark In- 
surance Exchange. Mr. Dorris gave a 
brief history of the organization and also 
the progress which has been made in 
making inspections of electrical appli- 
ances and other inspection work that is 
of much concern to insurance companies. 

Just before the close of the evening’s 
entertainment, William Y. Young, secre- 
tary and manager of the insurance so- 
ciety, presented on behalf of the mem- 
bers ot the society a traveling hand bag. 


CLEAN-UP WEEKS’ CAMPAIGN 

Fire Commissioner John J. Dorman of 
New York City has given his endorse- 
ment to the 1927 Clean-Up Weeks’ Cam- 
paign which will be held under the aus- 
pices of the Cleaner Brooklyn Commit- 
tee of the Brooklyn Chamber of Com- 
merce from May 8 to 21, inclusive. In 
his letter to the committee he said: 

“I heartily endorse the drive of your 
association to clean up Brooklyn. <A 
clean city means much from a fire pre- 
vention standpoint and will save lives 
and property.” 

One of the features of the 1927 Clean- 
Up Weeks’ Campaign will be a parade 
which will take place tomorrow. More 
than 5,000 school children will be in line. 








UTICA BOARD ELECTS 

The Insurance Club of Utica last week 
elected the following officers: President, 
David H. Ames, Jr.; vice-president, Al- 
bert J. Conboy; secretary, Garfield S. 
Pritchard; treasurer, Frank E. Cary; 
executive committee, Lawrence T. Gil- 
roy, Wallace C. McGregor, John Cruse, 
W. Clarke Bagg and Michael A. Sisti. 








an insurance agent. Job was prepared 
to see the value of insurance—fire, bur- 
glary, accident, tornado and live stock. 
But sometimes insurance after the fact 
is like locking the stable after the 
camels have been stolen. The second is 
what the agent tells his prospects. It is 
limited to the number of personal con- 
tacts he can make in the working day. 
The third is advertising. It works all 
the time, on all the people, outside busi- 
ness hours as well as in. These three, 
experience, personal solicitation and ad- 
vertising—but the greatest of these is 
advertising.” 


PUBLIC ACCOUNTANTS DINNf 

The annual dinner and election of 4 
ficers of the Society of Certified Pubj 
Accountants of New Jersey, was held, 
Tuesday, May 10, at the Elks’ (j 
house, Newark. One of the princi 
speakers of the evening was William] 
Wiegand, chief examiner of insuram 
companies of New Jersey. Because 
the limited time there was but little 
portunity to discuss the technical fe 
tures of insurance accounting, but } 
Wiegand said there was a similarity j 
the work of a public auditor and a sta 
insurance examiner. The only differend 
was ‘that the insurance department y 
free from financial considerations, sud 
as obtaining and retaining clients a 
collecting fees for professional servid 
This, Mr. Wiegand said, enabled th 
state insurance examiner to give his ¢ 
tire thought to constructive effort ff 
the benefit of the policyholder and t 
company. 





ELECT HENRY T. HUGARD 
Henry T. Hugard, of Rosencrati 
Hugard & Co., of Boston, was this wel 
elected to the hand book committee 
the Boston Board of Fire Underwrite 








INSURANCE 
HARRY C, FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 
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for STATE of CONNECTICUT 
Wide Experience Prompt Servi 
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Tel. 221-4 Washington 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 


The real strength of an insurance co 
pany is in the conservatism of its Lat 
agement, and the management of TH 

ANOVER is an absolute assurance 
the security of its policy. 

CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vice-Presidet! 

. G. HOLLMAN, Secy. 
H. T. GIBERSON, Treacurer 
F. E. SAMMONS, Asst. Secy- 
A. E. GILBERT, Asst. Secy. 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
Howle, Jarvis & Wright, Inc., Gen'l As* 
Metropolitan District — 
81 JOHN STREET NEW Yo! 
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Royal Exchange Assuraure 
THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 

CAR & GENERAL INS. CORP., Ltd. 
95 Maiden Lane, New York 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 





NEAL BASSETT, President 


JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President and Secretary 


WELLS T. BASSETT, Vice-President and Secretary 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 





ORGANIZED 1853 


- THE GIRARD F. & M. INSURANCE CO., OF PHILADELPHIA, PA. 





ORGANIZED 1854 


MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., OF PITTSBURGH, PA. 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO., OF PITTSBURGH, PA. 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO., OF MILWAUKEE, WIS. 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE C0., OF CONCORD, N. H. 


HOME OFFICES 
NEWARK, NEW JERSEY 
PHILADELPHIA, PA. CONCORD, N. H. MILWAUKEE, WIS. PITTSBURGH, PA. 


DEPARTMENT OFFICES 


WESTERN DEPARTMENT PACIFIC DEPARTMENT 


H. A. CLARK, Manager W. W. & E. G. POTTER, Managers 
844 Rush Street 60 Sansome Street 


CHICAGO, ILL. SAN FRANCISCO, CAL. 
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Figures Prove Worth 
Of Auto Title Laws 


25 STATES HAVE THEM NOW 





Percentage of Stolen Cars Not Recov- 
ered Steadily Declining; Big Prog- 
ress Made in Nine Years 





The National Automobile Dealers’ As- 
sociation has released automobile theft 
figures covering twenty-eight cities of 
this country and the National Associa- 
tion of Finance Companies, headquarters 
in Chicago, has made an analysis of these 
figures to show the actual effects of cer- 
tificate of title laws. The analysis fol- 
lows in part: 


In 1926 the number of automobiles 
stolen and not recovered in seven cities 
located in states having no certificat of 
title laws amounted to 6,260 cars out of 
1,187,635 registered, while in 14 cities lo- 
cated in states having certificate of title 
laws the unrecovered cars were 3,477 out 
of 1,276,614 registered. The former fig- 
ure comes to 5.3% per thousand regis- 
tered and the latter to 2.7% per thou- 
sand. 


“There should be an effective certifi- 
cate of title and anti-theft law in each 
state,” says C..C. Hanch, general man- 
ager of the finance association. “States 
which do not have such laws afford a 
haven of refuge for ‘fences’ and other 
crooks, who supply a market for cars 
taken from states which have anti-theft 





Number of states hav- 
ing Certificate of Title 


Year. Laws. 

1918 0 
1919 2 
1920 K 
1921 8 
1922 8 
1923 15 
1922 15 
1925 22 
1926 25 


Percentage of U.S. 


lage Percentage of stolen 
population in these 


automobiles not re- 


states. in 28 cities. 

21 

29 26 

44 29 

19.9 29 

19.9 23 

37.1 18 

x | 17 

47.1 14 

52.4 11 





The percentage of unrecovered stolen 
cars steadily increased until 1921, when 
a substantial number of certificate of 
title laws became effective. Thereafter, 
the percentage of umnrecovered stolen 
automobiles steadily declined as certifi- 
cate of title laws have increased. 


laws. This influx of stolen cars increases 
the difficulties of automobile dealers in 
disposing of the used cars which they 
have taken in trade. Theft insurance 
rates have been reduced in states where 
certificate of title laws have been en- 
acted.” 








AD CONFERENCE PROGRAM 





Advertising Managers and Local Agents 
Will Present Fine Talks on Fire 
Insurance Subjects 
Fire insurance advertising men will be 
treated to some excellent talks on prob- 
lems of their business at the Insurance 
Advertising Conference at the Hotel 
Bond*in Hartford on May 23, 24 and 25. 
At the general sessions on Monday, J. 
W. Longnecker, advertising manager of 
the Hartford, will speak on “Checking 
Over the Program”; A. W. Spaulding, 
assistant advertising manager of the 
Hartford, will talk on “Checking the 
Rule of Thumb by Recorded Experience,” 
and Dale Butler, a local agent at Mid- 
dletown, Conn., will deliver a talk on 

“Direction First—Then Distance.” 

Successful advertising methods em- 
ployed by local agents will be explained 
by Donald G. North, of North’s Insur- 
ance Agency, New Haven; James L. 
Case, The Case Insurance Agency, Nor- 
wich, Conn., and by T. D. Faulkner, of 
the Faulkner Company, Hartford, on 
Tuesday afternoon at the casualty group 
meeting. There will also be a fire in- 
surance group meeting that same after- 
noon at which the speakers will be: J. 
W. Longnecker; John Pratt, special 
agent and former local agent at Kennett 
Square, Pa.; Ralph Morrow, advertising 
manager: of the Rough Notes Company; 
Clarence E. Palmer, advertising manager 
of the Insurance Company of North 
America, and Harold E. Taylor, adver- 
tising manager of the American of 
Newark. 

At the banquet Tuesday evening C. M. 
Cartwright, editor of the “National Un- 
derwriter,” will be toastmaster. The 
speakers will include H. A. Calahan, ad- 
vertising counsellor of New York, and 
W. W. Darrow, advertising manager of 
the Home. 





CONNECTICUT LICENSES 


The Connecticut Insurance Department 
reports tthat for the license year April 1, 
1927, to April 1, 1928, licenses have been 
issued to 5,300 agents. Between 300 and 
400 applicants failed to pass the license 
examinations. Among these were men 
who had been agents for many years and 
who after a lapse of several years de- 
cided to resume the selling of insurance. 
effective May 15. 


CAN’T REPEAL LAW 





Foreign Companies Operating In Wis- 
consin Pay Same Taxes As Are 
Charged Domestic Companies 

Efforts to repeal the reciprocal insur- 
ance law placed upon the statutes of 
Wisconsin the last fifteerr years failed 
ini the upper house of the Wisconsin 
legislature on May 5 when the senate by 
a vote of 15 to 14 killed the Severson 
bill (157-S). This measure provided for 
the complete repeal of the statutes now 
in force in Wisconsin under which for- 
eign insurance companies operating in 
Wisconsin pay the same taxes as are 
charged Wisconsin companies operating 
in their own state. The fight for the 
bill was led by Senator H. J. Severson 
who has introduced the measure in ‘the 
last three sessions of the legislature. 
Several senators opposed the bill. 

The senate also killed the bill relating 
to retaliatory requirements imposed upon 
fcreign insurance companies (286-S) by 
a vote of 14 to 16. This was a com- 
panion measure to the Severson bill and 
provided that in case a reciprocal law 
was repealed that Wisconsin companies 
would be given certain advantages on 
their Wisconsin taxes. 





Cc. F. U. A. HEARING CONCLUDED 
The adjourned hearing of the argument 
in the case of George Tanguay against 
the Canadian Fire Underwriters’ Asso- 
ciation members was resumed last week 
before Justice Surveyor in the Superior 
Court in Montreal and the arguments 
for both parties concluded. Judgement 
in the case will not be given until the 
Fall on account of the important ques- 
tions involved. Counsel for the plaintiff 
contended that C. F. U. A. had made 
rules in restraint of trade by which Tan- 
guay was prevented from exercising his 
business as insurance agent. The C 
U. A. says the main point raised by the 
action was the definition of the word 
“unduly” as applied to the restriction of 
competition. The defense says that the 
sole object of the association is to bene- 
fit the business of its members and not 
to compass an illegal act. 





W. J. MCMANMON STATE AGENT 

W. J. McManmon has been appointed 
state agent for the National Liberty and 
the Baltimore American for southeast 
Texas, with headquarters in Houston, 


The Pests Who Solicit 


Ads in Programs 


IT’S GOOD WAY TO SINK MONEY 





Under Guise of “Charity” Companies Are 
Asked to Help Promoters Roll 


Up Commissions 





By H. E. TAYLOR 
Adv. Manager, American, N. J. 
To all ad- 


vertising man- 
agers, com- 
pany officials, 
agents, brok- 
ers; to all 
owning  busi- 
ness buildings 
having grade- 
floor offices, 
second - floor 
fronts or 
nine t e e nth 
floor desk- 
room — join 
with us in our 
plea for deliv- 





erance from 
one particu- 
larly _ perni- 
cious form of 
persecution. 
For we are 
the  thirty- 
third degree 
. past masters 


of the Suckers’ Union: we have been, 
are now, and ‘probably will continue to 
be sinned against by the Easy Money 
Union unless we rise up in our might 
and determine to spend our money only 
for value received—said value not neces- 
sarily being intrinsic. 


The Program’s the Thing! 


John, Bill and Tom, having noticed 
the gullibility of many companies and 
agents in the matter of buying any kind 
of space and calling it advertising, decide 
to give a “benefit performance.” It is 
truly a benefit performance—for their 
benefit—but “modesty” forbids the an- 
nouncing of the real benefactors, and 
The Home for Indigent Something or 
Other is featured instead. 

Frequently talent for the performance 
can be secured without cost, but they are 
willing to pay for it if necessary—it’s 
really a small item by comparison. John, 
the weakling of the trio, attends to the 
performance arrangements, while Bill 
and Tom—the brains of the group—con- 
centrate upon the selling of advertising 
(so-called) space in the program. 

Out of a 48 page souvenir booklet two 
pages are given over to the program and 
46 are. sold at $100 per page—and up. 
If a fair-sized edition is run, they may 
spend three hundred dollars for its pro- 
duction, while collecting $5,000 from ad- 
vertisers. 

They can well afford to pay as much 
as $1,500 for “talent,” if necessary, and 
still net over $1,000 each for about two 
weeks’ work. The Home for Indigent 
Something or Other receives the pro- 
ceeds from the sale of tickets. 


Some Benefit Performances Legitimate 


Of course, not all program advertising 
is prompted by selfish reasons. “Bene- 
fits” are given by worthy organizations, 
but in most cases the advertising is so- 
licited by professionals, who receive 25% 
or more of their sales. 

Has benefit-program advertising any 
advertising value whatsoever? If it has, 
such value has never come to my atten- 
tion. If you wish to cortribute to char- 
ity, do it in such a way that most, if not 
all, of your contribution will reach those 
you intended it for. 


Separate Accounts 


But do not charge your charity con- 
tributions to your advertising account! 
Keep two separate accounts.. Many a 
man has been discouraged from contin- 
uing his “advertising” by finding a large 
total appearing in the advertising ac- 


— 
————t 


count at the end of the year, and no. 
sults traceable. 

Reserve your advertising funds for a¢. 
vertising—trade papers, newspapers, ¢. 
rect mail media and carefully selected 
novelties—and you will be convinced tha 
advertising has real value, 

One business man I know, who ha 
been irritated by solicitors for charity 
advertising, was bitten by a mad dog 
He went on to “business as usual.” Whe 
word got around his outer office, a couple 
of his irritants inquired solicitously ¢ 
him, “You have just been bitten by, 
mad dog?” 

“Yes, I was.” 
ing up. 

“What! And you came right to you 
office ?” 

“Yes. There was some writing I fel 
I just had to get done.” (Business of 
going on writing.) 

“Oh, I see. Writing your will, I tak 


“No. Writing the names of the peo 
ple I am going to bite when I go mad’ 

First on the list were the solicitors for 
benefit programs. 


(Business of not look 


it. 





PENNA. FEDERATION PROGRAM 





Two Group Sessions and Several Speak. 
ers Will Cover Fire Topics at 
Philadelphia Convention 

F. R. Morgaridge, assistant generd 
manager of the National Board of Fir 
Underwriters, will be one of the leading 
speakers on fire insurance topics at the 
annual meeting of the Pennsylvania It- 
surance Federation at the Benjamin 
Franklin Hotel in Philadelphia, May 4 
24 and 25. The convention will be hel 
in connection with the observance d 
Pennsylvania Insurance Days. Mr. Mor 
garidge will speak on “Arson” at the get- 
eral session on Monday morning, My 
23. 


Other fire insurance speakers on Tues 
day morning will include Thomas B. Dor 
aldson, vice-president of the Eagle Fir 
of Newark and former insurance cot 
missioner of Pennsylvania, and G. 
Larson of Harrisburg, manager of Doi 
& Struthers. He will give a practic 
demonstration of the effects of light 
ning. There will be fire insurance lunc- 
eon group sessions on both Monday atl 
Tuesday afternoons. These sessions wi 
be headed respectively by S. H. Schock 
president of the Underwriters Assoc 
tion of the Middle Department, and by 
C. C. Wright, special agent of th 
Springfield Fire & Marine. To delegatt 
interested in Pennsylvania activities 
the National Fire Waste Council thet 
will be a breakfast at 8:30 a. m. on Tues 
day with W. M. Goodwin of Bethlehem 
past president of the Federation, as chal 
man of the meeting. 





AN ACCOUNT TIP 


The National Union was asked 
question, “Is it necessary to send i! 
monthly account current to home ofi 
whether business is written or not! 

It gives its agency force the follot 
ing reply: “Yes, we would prefer to 
ceive an account current form evel 
month with a record of the business 
in by the agent, or with ‘no busines 
written across the face of it. This ¥ 
be positive information as to the bu 
ness done, and a safeguard against p®* 
sible loss or mis-mailing of daily rept 
endorsements, etc. This is true € 
when remittance accompanies the 
report.” 





CELEBRATES 19TH ANNIVERSAR 
Frederick Bugasch, insurance broke 
of 3467 Hudson boulevard, Jersey : 
celebrated the nineteenth anniversaly ” 
the establishment of his business 
cently. In honor of the occasion, ° 


Bugasch and his staff of employes 4 
his guests, motored to Mahwah, *. 
where dinner was served. A dance * 
lowed. : 
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Underwriters Win 
“Shadyside” Suit 


CONSTRUCTIVE 


dog, 
When 





rouple TOTAL LOSS 

sly of ao eo, 

bya Appellate Division Reverves Lower 
Court Decision; Several Important 

look- Points of Law Decided 

you An important point of law involving 



















prompt notice of damage and construc- 
tive total loss was decided by the Ap- 
pellate Division of the New York State 
Supreme Court last week in the case of 
the Black Star Line, Inc., against sev- 
eral marine writing insurance companies. 
The Black Star Line at that time was 
headed by Marcus Garvey, self-styled 
African monarch, who since then has 
served a term in the Federal prison at 
Atlanta. This litigation involved tthe loss 
of the wooden excursion steamer, the 
“Shadyside,” which at the time of its 
purchase by the Black Star Line in 1919 
was about 46 years old. The decision of 
the Appellate Division reversed an award 
of the lower court in favor of the plain- 
tifls, the Black Star Line, and the mort- 
gagee. 

The purchase price of this boat was 
$35,000, and insurance was taken out cov- 
ering actual and/or constructive and/o1 
arranged total loss only. This steamboat 
was operated an an excursion boat on 
the Hudson River during the summer of 
1920, and after Labor Day was taken out 
of commission. 

The policy provided that the boat 
might be laid up, and the method adopt- 
ed for laying up was to run the boat on 
the gently shelving mud flat of the Jer- 
sey shore of the North River at a point 
adjoining the former ferry slips of the 
Fort Lee Ferry Company. Here she was 
tied up, and her boilers emptied, her ma 
chinery greased, and outside equipment 
moved to the cabin, and she was turned 


over to a watchman who lived in the 
neighborhood. 


Dispute Over Cause of Loss 


On March 4, 1921, notice was given 
to some of the underwriters that the 
vessel had been injured by floating ice 
on January 24 and filled with water, and 
pursuant to a request accompanying such 
Notice, a survey was held on March 7. 
At this time it was found that the vessel 
was full of water and so damaged that 
the estimated cost of raising and repair- 
ing would exceed the sound value, thus 
making it a constructive total loss. The 
amred claimed that this damage and 
Oss was due to injury received from 
ating ice on or about January 24; but 
the survey report from the Salvage As- 
Sociation attributed the loss to natural 
Catises operating on the vessel as she lay 
= the ilat, being water borne at high 
ide only. The insurance companies de- 


clined to pay the claims, and actions 
were brought, 
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= Pon the trial one of the questions 
ee oe Presented was whether the notice given 
T } 


7 ng assured on March 4 was a suffi- 
a compliance with the condition of 
a Policy that required Prompt notice 
ok disaster. The plaintiffs claimed, 
hat - trial court sustained the claim, 
ent od Plaintiffs were entitled to wait 
Giant ey could ascertain the ‘nature and 
a ot the injury before giving notice 
bate +. oe to the vessel, and it was 
tice © the Jury to say whether the no- 
8iven was reasonable under this con- 

Struction, 
san jury found for the plaintiffs; but 
2 appeal to the Appellate Division of 
mt Phage Court for the First Depart- 
th © acsments were reversed and 
the oan aints were ordered dismissed, 
the sta holding that compliance with 
ai ition of Prompt notice of dis- 
a poli as equally applicable in case of 
cy for constructive total loss as in 





a policy not so limited. The opinion of 
the court read in part as follows: 


Extracts From Court Opinion 

“With this condition the plaintiffs ut- 
terly failed to comply. They attempt to 
excuse the delay by claiming that be- 
cause liability under the policy attached 
only in the event of a total loss of the 
vessel, they were not required to notify 
the defendants until it had been ascer- 
tained that the vessel would be a total 
loss. Such a construction does violence 
to the unequivocal terms of the policy. 
The provision in question is not limited 
to the total loss of the vessel, but to 
any loss or misfortune. 

“In addition the same paragraph of the 
policy requiring prompt notice of disas- 
ter gives a right to the insurer to protect 
itself against a total loss liability under 
the policy by salvaging the property 
without thereby suffering any prejudice 
in respect to the insurance. The insur- 
ers are thus vitally interested in obtain- 
ing prompt information of any disaster 
which may be the subject of a claim, in 
order to afford an opportunity of pre- 
venting the vessel becoming a total loss, 
if possible. In the case at bar the de- 
fendants were given no notice until five 
and one-half weeks after the disaster. 

“The error into which the respondents 
have fallen apparently is due to confus- 
ing notice of claim of loss with notice of 
disaster. These are entirely separate 
and distinct provisions. Also respond- 
ents have confused notice of disaster 
with notice of the cause of disaster. The 
provision of the policy calls for the for- 
mer. To substitute notice of the cause 
of disaster for notice of disaster robs 
the defendant of a safeguard which it 
provided for in the policy and on the 
other hand imposes an obligation which 
was never undertaken. 

“Failure to comply with the aforesaid 
provision of the policy requiring prompt 
notice of disaster to be given bars a re- 
covery by the plaintiffs, since said pro- 
vision is a condition precedent to a re- 
covery.” 


Waiver of Notice of Loss 

The court also declared to be un- 
founded the plaintiffs’ contention that 
making a survey of the vessel and receiv- 
ing and retaining proof of loss consti- 
tuted a waiver of the notice of disaster 
condition on the part of the defendants. 
In this connection the opinion declared: 

“Neither of these acts can be deemed 
a waiver under the circumstances in the 
case at bar. The receipt and retention 
of proofs of loss might be deemed a 
waiver of any formal defects in connec- 
tion with such proofs of loss, but have 
no relation to a breach of a separate 
and distinct provision of the policy which 
arises at the threshold of the claim and 
not afterwards. At the time of such re- 


Auto Conference May 
Enlarge Theft Services 


PROPOSAL NOW UNDER WAY 





Joint Action With Outside Companies 
Would Provide Single Source of 
Auto Theft Information 





When the National Automobile Under- 
writers’ Conference holds its semi-annu- 
al meeting in New York on Wednesday, 
May 25, one of the chief topics for dis- 
cussion and possible action will be the 
matter of enlarging the scope of the 
work of the Automobile Underwriters’ 
Detective Bureau, of whith Harry M. 
Shedd is the active head. Already there 
have been. two or more meetings with 
representatives of the National Automo- 
bile Theft Information Bureau of the 
Independent Board of Automobile Un- 
derwriters for the purpose of devising 
ways in which the two organizations can 
co-operate for the reduction of automo- 
bile thefts. 

The National Conference, which em- 
braces within its membership many but 
not all of the automobile underwriting 
stock insurance companies of the coun- 
try, feels that the work of assisting and 
getting the assistance of police authori- 
ties throughout the whole country in 
curtailing automobile thefts should not 
be restricted to Conference companies 
alone but should be available to all com- 
panies seeking theft information. If the 
theft bureaus of the Conference and of 
the Independent Board devise some plan 








ceipt of proofs of loss the defendants 
had a perfect defense to the action. The 
plaintiffs’ failure to give prompt notice 
of disaster .could not thereafter be 
changed or modified. It was impossible 
thereafter for the plaintiffs to comply 
with this provision. There was thus no 
possibility of the plaintiffs being preju- 
diced by the acceptance of the proofs of 
loss, and hence there existed no element 
of estoppel. There was also no consid- 
eration for the giving up of defendants’ 
right to rely upon the breach of the con- 
tract of insurance. A waiver must be 
predicated either upon a valid considera- 
tion or upon the doctrine of estoppel.” 

Six companies being the defendants 
and the points involved being important, 
a considerable array of counsel was en- 
gaged, as follows: 

Herbert Barry, of counsel (Gardner D. 
Howie with him on the brief; Barry, 
Wainwright, Thacher & Symmers, attor- 
neys) for appellants, Baltica, Eagle, Star 
& British Dominions, City of New York 
and the Marine. Charles Burlingham, of 
counsel (William J. Dean with him on 
the brief; Burlingham, Veeder, Masten 
& Fearey) for appellants, the Northern 
Assurance, and the Indemnity Mutual 
Marine. 

I. Maurice Wormser, of counsel (Wil- 
liam J. Martin and Patrick J. Dobson 
with him on the brief; Foley & Martin 
and Joseph P. Nolan, attorneys), for re- 
spondents. 
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AUTOMOBILE INSURANCE 


_ United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $5,335,216.16 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $8,132,324.02 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,293,473.36 





WRITE FOR OUR AGENCY PROPOSITION 














for joint action and exchange of infor- 
mation it is believed that another set- 
back will be given to the motor car thief. 

At the present time, while the two 
stock company theft bureaus have admit- 
tedly done splendid work in getting and 
distributing data on stolen cars and in 
assisting in the arrest of crooks they have 
been laboring under a handicap in so far 
as in their connections with the police 
they have not had the advantage of op- 
erating as a single center of theft infor- 
mation. Delays occur when two bureaus 
must be consulted. If all the companies 
are eligible to membership in one na- 
tionwide theft information organization, 
to which the police can go and secure 
data quickly when stolen cars are recov- 
ered it is felt by many National Con- 
ference members that the police authori- 
ties will co-operate more readily and 
much valuable time will be saved and 
lost motion eliminated. 

If the proposal for joint action with 
the Independent Board goes through the 
plan is to place no restrictions upon 
membership in the theft organization. 
Non-conference as well as conference 
companies will be able to avail them- 
selves of the services of the organiza- 
tion at a price for each company which 
will cover expenses. The work of this 
theft organization will be divorced en- 
tirely from underwriting and rating prob- 
lems and will be concentrated entirely 
in helping police authorities recover 
stolen cars, in identifying cars and in 
all other ways possible aiding to combat 
automobile thefts. Not only will police 
authorities assist in this work, but mem- 
bers of the Natoinal Conference are con- 
fident that automobile manufacturers, 
dealers, and owners of large numbers 
of cars will all join as far as they are 
able in making automobile stealing more 
difficult and hazardous than it is today. 





RAPS MARINE PRACTISES 





F. W. Pascoe Rutter In London Attrib- 
utes Poor Marine Results To Bad 
Rates And Conditions 


F. W. Pascoe Rutter, managing direc- 
tor of the London & Lancashire, made 
some pointed comments on marine un- 
derwriting conditions at the recent meet- 
ing in London of the Marine Insurance 
Co., of which he is chairman. After men- 
tioning some of the heavy liner losses 
last year and referring to the figures of 
the Liverpool Underwriters’ Association 
showing that the number of casualties 
last year was substantially larger than 
the recent normal total, he suggested 
that a heavy incidence of loss in any par- 
ticular year was not comparable in grav- 
ity with bad conditions and inadequate 
rates. 

Yet while underwriters can only influ- 
ence indirectly, as through their sup- 
port of Lloyd’s Register, the number of 
shipping disasters, it is their business 
to secure adequate rates and conditions, 
and when, as in the last few years, they 
have generally failed to do so, they 
hardly seem deserving of sympathy, al- 
though the shareholders of the compa- 
nies may be. Mr. Pascoe Rutter re- 
ferred to the acceptance of numerous 
risks in respect of cargo which are really 
not marine perils at all, and with little 
or no improvement in rates. 

This matter was also the subject of 
pointed comment by Colin F. Campbell, 
the governor of the London Assurance. 
and presumably, with such leads as have 
been given to the market, the question 
of these miscellaneous risks will now re- 
ceive proper attention from underwrit- 
ers. The numerous extra “risks” are 
known to be most effective in eating up 
premium. 





RHOADS HEADS PACIFIC BOARD 

F. H. Rhoads, manager of the Aetna 
(Fire) was last week elected president 
of the Board of Underwriters of the 
Pacific at the annual meeting at Del 
Monte, Calif. Walter M. Speyer, man- 
ager of the New Zealand, was elected 
vice-president. The new earthquake in- 
surance rates were approved, effective 
May 5, with the proviso that the busi- 
ness be written for one-year terms only. 
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Col. Stoddard Decides 
On Sixteen City Agents 


HANDS CONFERENCE HIS REPORT 





Surety Arbitrator Goes Into Detail On 
Factors He Considered in Selecting 
the List 





The eagerly awaited report of Colonel 
Francis Rk. Stoddard, fidelity and surety 
arbitrator, was presented on Wednesday 
to the N. Y. Agency Conference on Fi- 
delity and Surety, and contained his rec- 
ommendation for sixteen surety brokers 
to be designated as city agents. They 
are: Henry J. Sage Co., Ream, Wright- 
son & Co., Inc., Leo Salomon, H. T. E. 
Beardsley, Inc., Elmer S. Hyde, Inc., J. 
L. Nolan Agency, H. W. Schaefer Co., 
George Upshur Pope, Harry G. Jones, 
Mackey & Powell, Charles F. Murphy, 
Jr., Leroy Myers Agency, Inc. M. F. 
McDonald, Inc., Clausen, Bayley & 
Kearney, James F. Murphy and Keeler, 
Inc. 

No appointments, however, shall be 
made until any contract or contracts 
held by each of the proposed appointees 
shall have been terminated, and until the 
requisite pledges have been filed by them. 

87 Applicants Filed Questionnaire 

This list, pleasing to some and disap- 
pointing to others, has been arrived at 
after more than a month of conferences 
with brokers who submitted their quali- 
fications, to Colonel Stoddard. In all, 
eighty-seven applicants filed question- 
naires before the hearings closed and 
two after they closed. This number was 
less than anticipated for the reason that 
several companies discouraged would-be 
applicants from filing. 

Colonel Stoddard stated in his report 
that it was impossible for his decision to 
be pleasing to everyone. “Most of the 
applicants of necessity must be disap- 
pointed,” he asserted, “because of the 
limited number of appointments advis- 
able. Notwithstanding possible disap- 
pointments I know that the companies 
and brokers will appreciate that the 
treatment of the question has received 
most careful consideration from me. I 
believe that they will agree that my so- 
lution is the best that could have been 
rendered under all circumstances.” 

The Basis of His Report 


He went into detail as to the basis 
upon which he formulated the list of city 
agents. Those applicants, for example, 
who have specialized in fidelity and 
surety lines, but who have not developed 
a substantial amount of business do not 
conform with the qualifications in his 
opinion. He said on this point: “If the 
amount of business transacted by them 
is not substantial they are not ‘substan- 
tially engaged’ as required by the rules 
and also this leads me to believe that 
their personnel is lacking in accomplish- 
ment and that they are not recognized 
by underwriters as specialists in ‘the fidel- 
ity and surety field.” 

Continuing, he said: “Those appli- 
cants who are doing a general brokerage 
business, whether or not they maintain 
separate departments for fidelity and 
surety lines, are not specialists as the 
term is used in the rough interpretation 
of the committee. I have come to this 


conclusion after much reflection. The 
question arises why should maintaining 
a separate department in itself qualify 
an applicant as a specialist. 


Interpretation of Term “Specialist” 


“The maintenance of a separate de- 
partment is a mere matter of office set- 
up. The fact that there is a separate 
department does not necessarily mean 
that the applicant specializes. Certain 
of the applicants have employed fidelity 
and surety experts to take charge of sep- 
arate departments. Some of the appli- 
cants have employed fidelity and surety 
experts to take charge of their fidelity 
and surety lines but have not formed 
separate departments. 

“Some of the applicants who have em- 
ployed fidelity and surety experts have 
placed them in charge of other lines as 
well as fidelity and surety. Some of the 
applicants are undoubtedly fidelity and 
surety experts and yet they supervise all 
of the lines in the office. Every imagi- 
nable situation exists and all claim that 
they are specializing in fidelity and 
surety lines. 

“A broker who maintains a separate 
department or who, while he does not 
maintain a separate department, has be- 
come an expert might be called a spe- 
cialist in a sense and yet he is not spe- 
cialist as these rules have been inter- 
preted by me because his efforts have 
not been ‘limited to one particular line.’” 
His View of “Office Agent” Applicants 

Colonel Stoddard further pointed out 
that those applicants who have held of- 
fice agencies with fidelity and surety 
companies do not comply with the quali- 
fications. He said: “Under the rules, 
the city agent is essentially a broker 
who sends his business to all companies. 
I am supposed to select from the appli- 
cants those who by past performance 
give the best promise for the future. 

“The office agent applicant is not in 
the same position as a broker. He has 
not maintained and operated an inde- 
pendent office entirely separate from any 
fidelity and surety company subscribing 
to the acquisition cost rules and I have 
no sure means of knowing that he can 
maintain and operate such an office with 
the same production as he has at the 
present time. 

“One of the arguments for the ap- 
pointment of city agents is that they 
take some of the work from the compa- 
nies and therefore should be recognized. 
This does not apply to an office agent. 
He ought, in my opinion, to have shown 
that he can operate independently like 
other producers and to comply with all 
other qualifications before he is desig- 
nated.” 

Comments on Political Influence 


The fact that an applicant obtained 
his business through political influence 
did not count against him in Colonel 
Stoddard’s estimation. This fact, how- 
ever, caused him to investigate carefully 
whether the applicant maintained a per- 
sonnel which is really recognized by un- 
derwriters as specialists. 

Further along in his report Colonel 
Stoddard showed that if he should in- 
clude in his list of city agents all of 
the largest producers of business in New 
York, merely basing his findings upon 
volume and ability to perform properly 
the duties of a broker, then all the larg- 
est producers would obtain the “top” 


(Continued on page 35) 
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A. W. Whitney Urges 

More Casualty Research 
ANNUAL MEETING OF BUREAU 
H. P. Stellwagen Features Special 


Activities in His Resume of the 
Year; Election of Officers 








The annual meeting of the National 
sureau of Casualty & Surety Under- 
writers Wednesday attracted a represen- 
tative gathering of company executives, 
most of whom stayed on for the first 
annual meeting of the Association of 
Casualty & Surety Executives in the 
afternoon. 

The bureau has been for the past year 
under the supervision of A. W. Whitney, 
as acting general manager. Mr. Whit- 
ney touched on some activities in his an- 
nual report, stressing the conservation 
work being done especially in safety and 
accident prevention. 

Some idea of the large magnitude of 
the bureau as a service organization was 
also presented by Mr. Whitney. He said 
that the New York Insurance Depart- 
ment had been working on an examina- 
tion of its various departments for the 
past seven months and had been favor- 
ably impressed by the amount and type 
of work being done. 

Various tendencies in the compensation 
field, such as rating, statistical and actu- 
arial, were also discussed by Mr. Whit- 
ney. Any among his recommendations 
to those present was a further expansion 
of the bureau’s activity into casualty re- 
search work on the type of the study 
conducted into the “small risk” problem 
made this past year. 


H. P. Stellwagen’s Report 


In his report Secretary-Treasurer H. 
P. Steéllwagen spoke first about the 
healthy financial condition of the bureau, 
and then turned to the routine work 
which had been done during 1926, such 
as Statistics showing ithe number of risks 
rated by the various departments, the 
number of manuals and reprinted pages 
shipped to agents, the number of meet- 
ings held, and the various lines of in- 
surance for which revisions of rates were 
made. 

Meetings of all kinds, numbering 175, 
were held in the bureau offices during 
the year, nearly one-quarter of which 
were devoted to a discussion of automo- 
bile matters. In nearly every case these 
meetings entailed the doing of consider- 


and also some work after the meeting in 
carrying out the wishes of some comnit- 
tee or department. The bureau member 
ship now consists of thirty-six compe 


nies, 
Risks Rated 

In the compensation and liability de 
partment, 5,114 risks were rated during 
1926, an increase of approximately 25% 
over the record for 1925. An analysis 
of this rating work, according to the 
number of individual ratings made, the 
number of checkings, etc., shows that 
over 10,000 distinct rating operation 
were performed in connection with the 
risks rated. 

The automobile department rated a 
proximately 8,200 risks of all types for 
the period April 1, 1926, to March 3, 
1927. This department’s rating work it 
cludes the experience rating of ficets an 
garages, the merit ratings of garage 
and the individual rating of factory tes 
ing and defect risks, contingent liability 
risks, driverless car risks, etc. 

During the year 306 burglary risk 
were rated by the burglary departmetl 
and 1,594 burglary inspections wet 
made by this department’s inspector. la 
the field of plate glass insurance, only 
fifteen risks were experienced rated pric 
to March 31, 1927, inasmuch as the & 
perience rating plan became éffective i 
the last few weeks of the 1926 fiscal yeat 

Special Activities of the Bureau | 

Mr. Stellwagen emphasized the speci 
activities of the bureau which had beet 
authorized by the executive committee 
An appropriation of $25,000 was author 
ized for an investigation into the rele 
tion between safety and production in 
dustry. The administration of this inves 
tigation was entrusted to a committee 
three companies, the Independence I 
demnity, Maryland Casualty and Trave 
ers, working in co-operation with Me 
Whitney. The results of this survey a 
to be put into book form and will 
made known some time this summer. 

Another activity was in automobile a 
cident prevention which has as its pu 
pose to reduce the number of auto act 
dents by the proper education of chil 
dren in the schools. This work is beitt 
done through the educational division 
the National Safety Council, whose ™ 
penses are met by the National Bureal 
Mr. Whitney is also the director of thi 
work, 

Elevator Accident Research 

An appropriation of $2,500 has. 
been made by the bureau to investiga 
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Pecora’s Close-Up Of 
(rime Situation in N. Y. 


ASUALTY & SURETY CLUB TALK 





Big Crowd Turned Out To Hear Assist- 
ant District Attorney And 
| Spencer Welton 





Spencer Welton, president of the New 
York Indemnity, and Ferdinand Pecora, 
frst assistant district attorney of New 
York County, were the principal speak- 
ers at a dinner of the Casualty and 
Surety Club of New York which took 
place at the Drug & Chemical Club one 
night last week. President Frank J. 
(Neill, who is also president of the 
Reval Indemnity, presided and _ intro- 
duced the speakers. There was a large 
crowd on hand. 

Mr. Pecora, after thanking President 
(Neill for the opportunity of address- 
ing the club, said that while he was of 
course not connected with the insur- 
ance business directly, in a certain sense 
he felt some relationship to it because 
of his position as assistant district at- 
tomey. He declared when he looked 
over the large number of cases that 
come before him daily involving surety 
bond problems, he could not help but 
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ity de-MlMtake a vital interest in this phase of the 
during business. He thought it was the duty 
ly 25cMMof every business man to give a part of 
nalysif™his time to a study of the crime situa- 
to thelMtion and in this way it would be possible 
de, the to have unified action in combating hab- 


S that 
rations 
ith the 


itual criminals. 

Continuing Mr. Pecora stated: “We 
have seen a recrudescence of crime in 
New York City and throughout the 


ed ap-MMcountry. However, the crime wave is not 
yes forMconfined to the United States, for it 
rch Jiseems to have engulfed the whole world. 
ork it- The beginning of the widespread inter- 


ets ant 
arages 
y test 
ability 


est in this problem was manifested 
rather sharply two years ago when a 
group of business men organized them- 
selves under the leadership of Judge 
Gary in what was known as a crime 
commission with a view of finding the 
causes of crime and ways of dealing with 
it successfully. Here in New York City 
our legislature last year took cognizance 
of this recrudescence of crime and ap- 
pointed a joint commission. This com- 
mission, known as the Baumes Commis- 
sion, held many meetings to which they 
invited men whose work brought them 
nto close contact with the criminal au- 


y risks 
urtmeni 
; wert 
tor. It 
e, oly 
-d priot 
the ex 
ctive 1 
al year. 


eau 
specilmmthorities. Probation officers and others 
id beefm™eame before the legislative commission 


to give their opinions and out of this 
lter of opinions they derived much 
Valuable information.” 


Effect Of Baumes Laws 
Speaking of the effect of the Baumes 


imittee. 
author 
e rele: 
n in itr 
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ittee 0 


nce [i-fme@Ws upon the criminal element, Mr. Pe- 
Trave-fmeora declared that they have had a most 
th McfMSelutary effect and have been largely in- 


Stumental in reducing the number of 
tmes in New York. He referred to 
he ease and facility with which crim- 


vey art 
will be 


mer. 

















pile a-fmmals had been able to procure bail and 
‘ts purfme*ought the Baumes laws tended to 
to acfmeehten up bail bond business. 

of chil He added that while there was a dif- 
is beingmetence of opinion among criminal law- 
ision (mS and prosecuting attorneys as to the 


‘imcacy of the Baumes laws, it was his 
Pinion that any man who has commit- 
ed a fourth felony has in all probabil. 
ty committed forty felonies, and that 
society would be benefited by having 


an an habitual criminal isolated for 


Mr, Pecora criticized the present sys- 
“ee of criminal jurisprudence which he 
ought had too many laws. In many 
stances, he said, crimes go unreported 
he “Oye when criminals are appre- 
ded they cannot be punished until 
ty have been convicted. 





7 T. W. SMEED DEAD 

ae W. Smeed, chief underwriter of the 
ce ic astalty & Surety’s Newark of- 
llnes led last Sunday after a lingering 
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44 HONOR GEORGE E. HAYES 





Popular Union Indemnity Executive 
Recipient of Dinner Celebrating 
His 35 Years in Suretyship 

George E. Hayes, vice-president, 
Union Indemnity in charge of Eastern 
department surety business, was the re- 
cipient of many good wishes Wednesday 
night at the University Club, New York, 
upon occasion of his thirty-fifth anniver- 
sary in the surety business. Edward C. 
Lunt was ‘toastmaster and the speakers 
were William B. Joyce and R. H. Town- 
er. A pleasing touch was given to the 
occasion when Alonzo G. Oakley pre- 
sented Mr. Hayes with a handsome 
watch. 

Attesting to Mr. Hayes’ popularity in 
the surety business the following prom- 
inent executives were present: 

Wm. A. Bullock, Richard Deming, Edmund 
A. Tallman, H. M. Frost, Norman Hoag, Car- 
roll W. Laird, E. B. McConnell, C. E. Finken, 
E. B. Southworth, Vincent Cullen, W. Irving 
Moss, E. D. Livingston, Robert J. Burns, Wal- 


ter H. Duff, M. A. Jameson, Welles L. Allen, 
; W. Hughes, Paul Rutherford, Edward C. 
unt, 

Also Wallace J. Falvey, Hale Anderson, 


Alonzo G. Oakley, L. S. Moore, H. F. Weiss- 
Harry F. Legg, Ira L. Anderson, R. 
Kavanagh, Wm. B. Joyce, D. W. McCrea, Ee L. 
Meanley, Wallace P. Harvey, L. A. Delaney, 
R. H. Towner, John A. Griffin, B. J. Vincent, 
James H. Hughes, Chester Bates, G. W. Yueng- 
ling, Wm. H. Tomlin, Thomas J. Grahame, J. C. 
Lee, Charles C. Conlon, Charles R. Miller, E, A. 
St. John. 





FRIZZELL’S REPORT APPROVED 


The Association of Casualty & Surety 
Executives held their first annual meet- 
ing at the Hotel Astor, New York, on 
Wednesday afternoon, heard the report 
of C. F. Frizzell’s committee on bureau 
activities, and unanimously approved of 
his recommendations. Thirty companies 
were represented. 

The first recommendation was that 
steps be taken to co-ordinate the pub- 
lic relations activities of all the bureaus 
and co-operative ‘organizations. This 
matter will be handled by the executive 
committee of which A. Duncan Reid is 
chairman. Secondly, steps will be taken 
to accomplish the same result with re- 


“spect to rating organizations. 


Mr. Frizzell’s committee is in charge 
of the latter recommendation and the 
first move will be to locate the rating bu- 
reaus all under one roof. 


Acquaint Brokers With 
New Protective Bond 


NATIONAL SURETY N. Y. MEETING 





Nearly 1,000 Present as Messrs. Joyce, 
St. John, Spear and Allen Fea- 
ture Company’s Progress 





The congress of insurance brokers 
which was held by the National Surety 
at the Waldorf-Astoria Hotel, N. Y., one 
day last week had a twofold purpose. 
The first part of the meeting was de- 
voted to a discussion of the growth and 
progress of the company since its incep- 
tion thirty years ago, and what it has 
accomplished for agents and brokers in 
suretyship. The thirtieth anniversary of 
the company will occur some time in 
July, and the officials thought it would 
be an appropriate time to remind their 
friends in brokerage circles of this, and 
at the same time point out to them the 
new forms of coverage that have been 
designed by the National. 

The second part of the congress con- 
cerned itself with a discussion of ways 
to promote the interests of the brokers 
of the metropolitan district in New 
York; of ways to bring about concerted 
action among them and to co-ordinate 
their activities so as to render the asso- 
ciations and the surety companies mu- 
tually helpful to one another. A large 
crowd of nearly 1,000 brokers turned 
out for the occasion. 

The speakers were E. A. St. John, 
president of the National Surety; Wil- 
liam B. Joyce, chairman of the board of 
directors; C. Carroll Spear, vice-presi- 
dent, and Edward M. Allen, vice-presi- 
dent of both the National Surety and the 
New York Indemnity. 

St. John on Company’s Progress 

Mr. St. John welcomed the brokers 
and agents and then went on to tell of 
the new lines of coverage that had been 
developed by the company and showed 
how these had benefited the brokers. He 
briefly reviewed the progress of the com- 
pany during the last twenty-five years 
and declared that in the beginning al- 
most no surety business was transacted 
with brokers. He said the National 
Surety was doing everything in its power 








agents. 








With us, the spirit of our contract weighs 
heavier than the technical terms of the policy. 
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to promote not only its own interests 
but also those of the broker. 


Joyce Reminiscent 

Mr. Joyce was in a reminiscent mood 
at first and told something of the history 
of the company at about the time he 
took hold of its affairs. At that time it 
was practically a bankrupt organization. 

“We were so poor,” said Mr. Joyce, 
“that we could not afford salaried men. 
However, we started the company and 
we have never quit. In those days there 
was not one man in a thousand who was 
a prospect; you could not find a man 
who needed a bond. Through the years 
we have sought to create new coverages 
so that every storekeeper is now a pros- 
pect for surety business just as he is a 
prospect for accident and health insur- 
ance. In those days you could start at 
the foot of Broadway, New York, and 
go as far as Albany and you could not 
find a man who was a prospect. Now, 
what are you brokers doing to help build 
up the business? I suspect very little.” 

Continuing, Mr. Joyce told the brokers 
that they should let other brokers know 
about the new forms of coverage insti- 
tuted by the National Surety which have 
amounted to $30,000,000 in premiums. He 
said this was a fair estimate. He said 
that assuming the agents got 25% of 
this amount, that would mean $7,000,000 
in commissions for them. 

In closing his remarks, Mr. Joyce said: 
“T wish to say, gentlemen, that you 
haven’t even begun yet. You have all 
heard of the blanket bond. I secured 
the legislation in New York so that these 
bonds might be written. Some of you 
may remember the “Nicky” Arnstein 
Wall Street conspiracy. When that. ep- 
isode took place a lot of the other com- 
panies deserted us; they cancelled their 
reinsurance with us; they deserted the 
ship. It was then that I put the matter 
up to the board of directors to provide 
better protection for the brokers. We 
should not run when we are in trouble.” 
Mr. Joyce was generously applauded as 
he sat down. 

Shows Advantages of New Bond 

Vice-President Spear, following Mr. 
Joyce, discussed the new merchants pro- 
tective bond which gives the assured 
coverage for the small premium of $17.50. 
The bond includes the following cover- 
age: Larceny and embezzlement, interi- 
or robbery, messenger robbery, safe bur- 
glary, “check forgery and _ alteration, 
counterfeit money, cash register dam- 
age, plate glass doors, etc., stove and fix- 
ture damage. Mr. Spear said that here- 
tofore the smallest premium that could 
be obtained on all these forms of cov- 
erage was something like $27. He also 
drew the attention of his audience to the 
high commission that goes with this 
bond—30%. 

“The merchants protective bond,” con- 
tinued Mr. Spear, “was written for the 
purpose of giving protection to every 
merchant at a price that he can afford. 





NEW SURETY CO. RUMORED 


As was to be expected there was great 
dissatisfaction along William street on 
Wednesday following the publication of 
Colonel Francis R. Stoddard’s report on 
the city surety agents. It was called by 
some as fallacious; others were stunned 
and said his report did not reflect the 
true situation. 

A rumor was around that sixteen of 
the excluded brokers planned to form a 
new company which would pay them 
“top” commissions on surety business. 
If it should materialize they expect to 
have a prominent surety man at its head 
but no one has as yet been selected for 
the job. 


NO IMMEDIATE INCREASE 


At the meeting of the finance commit- 
tee of the National Surety the subject of 
a possible increase in capital stock of 
$5,000,000 was discussed, but the matter 
has not been taken up by the board of 
directors, and if anything is done it will 
not be for some time. The probability 
is that $5,000,000 or so will eventually be 
added to the capital. 
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$9,342,000 Spent In 1926 
To Prevent Accidents 


CONTRIBUTED BY 35 CARRIERS 


F. H. Burns Tells National C. Of C. 
About Industrial Surgery Study 
Soon To Be Launched 


The address of F. Highlands Burns, 
president, Maryland Casualty, before the 
insurance division of the National Cham- 
ber of Commerce meeting last week was 
the very best sort of publicity for cas- 
ualty companies in their relation to the 
public. Mr. Burns pictured most clearly 
the way in which they are co-operating 
to further accident prevention, his aim 
being to eradicate from the public mind 
the feeling prevalent in some quarters 
that the insurance companies take in all 
the money they can get and do nothing 
for it in return. 

It is significant to note that thirtv-five 
companies in the field spent $9,342,000 
last vear for inspections, including acci- 
dent prevention. Mr. Burns further 
stated that it is safe to say the other 
carriers engaged in the business spent 
several million more. He adds that if 
the millions the companies have spent 
for this purpose in the past years had 
not been spent, the policyholder without 
question would have been paying higher 
rates. 

The Desire To Save Lives Uppermost 

In his mind, however, the rate ques- 
tion is not the principal questicn in- 
volved. The purpose over-shadowing 
everything else is the desire to save 
lives, disabilities from accidents and 
property. As a concrete example of the 
results obtained Mr. Burns gave out the 
following case: “A steel plant in 1905 
had 6,406 workers on a 300 day sched- 
ule. There were 1922 accidents, the ac- 
cident frequency being 300 and the ac- 
cident severity, or average number of 
days lost by each 300 day-worker, in- 
cluding allowances for death and _ per- 
manent disabilities was 34.5. 

“In 1922, seventeen years later, the 
number of 300 day-workers was 6,798, or 
392 more. The number of accidents was 
56, or 1766 less than in 1905. The accident 
frequency was 24,276 less, and the aver- 
age number of days lost was 5.1, 29.4 
less.” Mr. Burns commented that while 
the results of this particular case were 
most marked, there had been many cases 
equally as good. 

Accident Prevention Service 


Then he launched forth into a resumé 
of how the casualty companies were co- 
operating in the accident prevention 
field. First of all, they were the pioneers 
in industrial accident work in this coun- 
try. 

“No accident campaigns’ are con- 
ducted under the auspices of representa- 
tives of the casualty companies. Their 
safety engineers assist in designing and 
constructing safety devices and_ safe- 
guards, attend plant meetings and assist 
in conducting them. The companies 
provide competent speakers, who deliver 
addresses to the workmen employed in 
the plants of their policyholders, deliver 
talks before industrial organizations and 
civic bodies, thus helping stimulate gen- 
eral interest in safety work.” 

According to Mr. Burns the first regu- 
lar inspection service for the prevention 
of accidents was given with steam boiler 
insurance and the class of insurance was 
also one of the first of the casualty lines. 
He said that there was no other line 
where such a large proportion of the 
premium charge is paid out for inspec- 
tion service. In other words, the as- 
sured has been educated to pay in the 
interest of prevention. 

Safety Engineers At Work 


Continuing Mr. Burns declared: “In 
inspecting, the safety engineer does not 
limit his recommendations to safeguards 
and safety devices, but, due to his wide 
experience with many plants, he sug- 
gests improvements which will increase 
the efficiency and production. In many 


cases the most economic process of man- 
ufacture is the least hazardous.” 

Referring to compensation policyhold- 
ers, Mr. Burns asserted that the large 
majority of them do not realize the legal 
service obtained under their policies. 
“They have the mistaken idea that if 
they take out compensation insurance 
with the state fund, their full liability 
to employes is covered,” he added. 


Helping Commercial Fleet Owners 


In connection with automobiles, Mr. 
Burns stated that it had been found dif- 
ficult to reach the individual pleasure car 
owner except through general public 
safety activities such as are now con- 
ducted by local safety councils, and to 
these the companies give the time of 
their employes and their money, and in 
this way service is given the public gen- 
erally. “The service given to the own- 
ers of commercial fleets has proven of 
great benefit to the public through a re- 
duction in accidents caused by drivers 
and defective equipment. Posters, safe- 
ty pamphlets in pay envelopes, certifi- 
cates for safe driving, encouraging the 
reporting of defects in mechanical equip- 
ment and talks to the drivers are some 
of the means used, with much success, 
to educate the drivers in safety.” 

Commenting on the ways in which the 
coinpanies help in this program of edu- 
cational work Mr. Burns said: “We are 
subscribing a large amount of money 
each year to the National Safety Coun- 
cil. This body has published various 
manuals, pamphlets and posters, and 
publishes a monthly magazine for use in 
the schools. There is also a secretary 
working in the field. 


Safety Work In The Schools 


“Largely as the result of this work, 
safety education is being broadcasted to 
thousands of schools, and where well or- 
ganized it is giving a 50% to 75% re- 
duction in accidental child fatalities. This 
has the support of the leading educators 
of the country. The companies also 
maintain three graduate fellowships in 
safety education, two at the University 
of Chicago and one at Columbia. 

“Furthermore, millions of dollars are 
spent each year by the casualty com- 
panies for medical services rendered to 
the employes of their policyholders, espe- 
cially under compensation policies. In 
years gone by the administration of the 
medical feature of the various acts was 
in many instances a more or less per- 
functory procedure. When a man was 
hurt he was sent to a doctor. The doc- 
tor may have been competent or he may 
not have been. Many times he was the 
injured mans’ family physician, who, es- 
timable though he probably was in his 
particular line, was possessed of no 
unusual skill in the treatment of purely 
surgical conditions. 

“Sometimes the employer, or the in- 
surance carrier, through a short-sighted 
comprehension of economy, designated 
the surgeon, taking pains to see that the 
one designated was one who would not, 
from their standpoint, over-charge, not 
considering, to the extent to which it 
should have been considered, his profes- 
sional ability. 

“Medical Misfit” Doctors 


“So-called ‘company doctors’ began to 
be known, and it often developed that 
these doctors were medical misfits. As 
a consequence, the results in traumatic 
injuries were frequently bad, and the 
principal sufferer was the workman him- 
self. No amount of money will reim- 
burse a man for a crippled hand or a 
lost leg. As time went on the various 
insurance carriers recognized that they 
had imposed upon them graver responsi- 
bilities than the mere payment of doc- 
tors’ bills, or the payment of compensa- 
tion. The realization of the crying need 
for competent surgeons and competent 
surgery became impressed upon them. 
This realization was brought about not 
only by the tremendous financial losses 
which might have been averted through 
competent surgical care, but by the many 
handicapped men. 

“As a result, a program of evolution 
has been under way for several years. 


There is a distinct effort being made 
towards the confinement of traumatic 
cases to the hands of surgeons who have 
been investigated and who are known 
for their professional abilities. The 
medical profession itself has awakened 
from an attitude of apathy towards the 
problem to one of distant interest. The 
surgery of the great war gave a tre- 
mendous impetus to the surgery of in- 
dustry, and some of the most brilliant 
professional minds in the country have 
been focused upon the problem of indus- 
trial accidents. 
Industrial Surgery Study 

“Another way in which casualty com- 
panies are helping is in the substantial 
contributions a large group of them are 
making towards a special work relating 
to industrial surgery which the Ameri- 
can College of Surgeons will soon launch. 
This organization proposes making a 
careful investigation of physicians en- 
gaged in traumatic surgery, as they have 
done in the case of the hospitals of the 
country. A certain minimum standard 
of requirements is to be formulated, to 
which a surgeon must conform to re- 
ceive American college approval, exact- 
ly as a hospital must conform to the 
hospital standard of requirements to se- 
cure college approval. 

“The casualty companies furnished a 
large amount of data to the American 
College as a basis for its decision to un- 
dertake this work, and as stated they are 
contributing generously in a financial 
way to carry on this work, feeling that 
they are rendering a service to the pub- 
lic in so doing.” 

Mr. Burns closed with hearty acknowl- 
edgment for the good work of the United 
States Chamber of Commerce. 


ADDS NEW CLAIM DEPARTMENT 

The Standard Accident has added a 
new claim department to its Indianapo- 
lis branch office with Edward A. Ford 
as attorney in charge of claims and E. 
J. Scoonover as general agent represent- 
ine the fidelity and surety department. 

Dudley C. Griffith, manager of the 
branch office, will continue actively in 
charge of the company’s development in 
Indiana. 


GOOD WORK PRAISED 
In the annual report of the Fire, Ma- 
rine & Liability Brokers’ Association 
submitted to members recently 
Rosensweig of Stephens & Co, New 
York, and C. L. Bussing, liability broker, 
came in for recognition due to their good 
work before the New York Industrial 
Survey Commission, which was consid- 
ering the advisability of a state fund 
compensation law in the state. 


T. G. BUCKLEY PROMOTED 

T. G. Buckley has been’ made super- 
intendent of burglary and plate glass in 
the home office of the Sun Indemnity, 
relieving R. A. Kearney, secretary of the 
company, from this responsibility. Mr. 
Buckley is well acquainted with this 
branch of underwriting. He was for- 
merly with the United States F. & G. 


NEW OFFICES—75 MAIDEN LANE 

Stokes, Packard, Haughton & Smith, 
Inc., are now located in their new of- 
fices at 75 Maiden Lane. The casualty 
department of the agency, under T. H. 
Cunningham, is located on the ground 
floor and the general offices and surety 
department, under Frank J. Menig, on 
the second floor of the building. 


HOLLAND’S AIRCRAFT ARTICLE 

Charles H. Holland, president, Inde- 
pendence Companies, has an article on 
aircraft insurance in the current “An- 
nals” of the American Academy of Po- 
litical and Social Science, Philadelphia. 
This number is entirely devoted to air- 
craft subjects. 


RICHMOND CHANGES 
S. S. Stater is the new superintendent 
of compensation and liability in the 
Richmond branch of the United States 
F. & G., succeeding Henry S. Strother, 
resigned. 
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E. H. WHITE’S PROMOTION 


Becomes Superintendent of Agencies fy 

N. Y. Casualty in Recognition of 

His Good Work 

The exceptionally fine showing thy 
has been made by Edward H. White x 
executive special agent of the New York 
Casualty has won for him promotion to 
the position of superintendent of agen: 
cies. 


Mr. White's early insurance experience 

was with fire insurance companics, mos. 
ly in field positions where he built up 
a wide acquaintance. He has retained 
such contacts over a period of years anf 
they will be useful to him in his ney 
capacity. From 1905 until 1910 he wa 
with the Germania as a_ special agent 
covering Pennsylvania, Delaware anj 
Maryland. He then gave up busines 
and spent some years in travel. 
_ In 1916 he returned to the field and 
joined the City of New York, of which 
J. Carroll French was secretary at that 
time. He held the position of state agent 
for the middle department territory, te. 
taining it until the Home took control 
of the company. In 1924 he became a 
sociated with Mr. French again in the 
then New York Plate Glass and has been 
with him ever since. 





ANNOUNCE CASUALTY SPEAKERS 


Pennsylvania Federation Insurance Days, 
May 23 To 25, Will Have 
Large Attendance 


Casualty and surety men in Pennsy- 
vania are looking forward to the attra 
tive program in store for them at the 
Pennsylvania Insurance Days sessions, t0 
be held under the auspices of the Pent- 


. Sylvania Insurance Federation on My 


23 to 25 at the Benjamin Franklin 
Hotel. Among the casualty companies 
who will act as hosts to the delegate 
at the round table luncheons are: the 
Indemnity Co. of North America, the 
Maryland Casualty, the Fidelity & Cas 
ualty and the Health-and Accident Al 
liance of Philadelphia. 

Among the casualty and __ surely 
speakers at the round table meetings art 
the following: E. M. Allen, vice-pres: 
dent, National Surety and New York It- 
demnity; H. J. Conlon, General Acc: 
dent; Charles R. Miller, president, Fi 
delity & Deposit; J. B. Wells, assistant 
secretary, Independence Indemnity; R.1. 
Catlin, Automobile of Hartford, and J.]. 
Iago, Fidelity & Deposit. 

Edward C. Lunt, vice-president, Great 
American Indemnity, is scheduled t 
speak at the Tuesday morning gener 
miceting on “The Scope of Suretyship.” 





REAL MONEY FOR PRIZES 


National Safety Council’s Poster Comp 
tition to Give Awards of $500, 
$300 and $200 

The National Safety Council ar 
nounces a poster competition to artis! 
of the country in its safety crusade, tht 
first prize being $500, the second $ull 
and the third $200. Contestants must 
have their entries in before November! 

Broadly speaking the posters submtt 
ted must accomplish one of the follow 
ing purposes: 

(1) Show how to prevent accidents 
the streets a:.d highways, in other pu 
lic places, at home or at work. (Indu* 
trial subjects will be given preference ® 
the council uses more of this characté! 
than any other kind.) ; 

(2) Feature the benefits of safely 
such as possession of life and limbs @ 
property, a steady income, a comfortabl 
old age, a happy family and ability 
enjoy the real adventures of life. 

(3) Warn people to be careful be 
cause of the undesirable results of ac 
dents. Contestants should remembet 
however, that people do not like gm 
some offerings which dwell on the ho 
rible things in life. 
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‘Col Stoddard’s Report 


(Continued from page 32) 

for commission and there would be little or 
7 no reduction in the cost of business as 

whole to the companies. In fact, de- 
hat [iclared Colonel Stoddard, there might be 
a3 lan increase in cost because of the rais- 
ng of the amount paid to ordinary brok- | 
‘Another reason,” he said, “is that 
et [certain producers have devoted their time 
to the development of fidelity and surety 
business to the exclusion of all else. If 
heir commissions should be suddenly 
reduced, these producers would be seri- 


ined eOUslY crippled, which condition would not 
an{ (etake place in the case of producers only 
ney epncidentally engaged in the development 
wa (ip! fidelity and surety business. There is 
rent (eareally no logical reason other than that 
‘anj (egust stated why certain producers should 
ness upbtain higher commissions than other 
producers. 

and Mere Volume No Argument 

hich BS “The argument that mere volume of 
that Bhusiness should govern the selection is 
gent Bfallacious because volume should be its 


, 1 Mpwn reward. The argument that certain 
producers do so much of the work that 
> asthe companies are saved much expense 
ay be true in certain casualty lines but 


been Bits importance has been somewhat exag- 
rerated in most of the fidelity and surety 
ines. Undoubtedly many producers 
ERS @ have succeeded in building up first class 
| acilities for aiding the assured but I 
Days, believe the companies largely duplicate 


he work.” 

The recommendation was made by 
olonel Stoddard that other cities should 
ot consider the appointment of city 
gents. He said there is a peculiar situa- 
ion in New York City which does not 
xist elsewhere. The necessity for ap- 
bointing city agents in this city is tem- 


borary and should not be extended, he 
May WPadded. 


inkl He was careful to set at rest the fears 
anes Bf some applicants who were afraid of 
gatts Mahe consequences to themselves if the or- 


: th P@anization by which they were employed 
; the B:.ould not be appointed due, perhaps, to 


Cas $@heir own lack of qualifications. “The 
t Al B@fause of the non-selection of their or- 
anizations,” declared Colonel Stoddard, 
surely Bis not because these individuals are not 
3S att Beexperts of the best type, but because the 
pres: B@rganizations by which they are em- 
rk It: Mloyed do not specialize as that word 
~ ould be interpreted.” 
a Scores the “Leeches” 


-RL pe Among his concluding thoughts was 


i J.J word of praise for the high standing 

d knowledge of their business pos- 
Great femessed by most of the applicants who had 
ed tofmePeared before him. He said he was 
ener PueuPressed by the necesity for brokers 


hip.” [ee 4 community like Greater New York 
nce so many companies may be on the 
‘ ame risk that there may be a difference 
a) etween them as to their respective lia- 
ilities. The broker must step in and 
olve such problems. 
0, te also referred to another problem 
fhich should be brought forward at this 
me. This concerned the type of per- 
bn who demands a share of the brok- 











artists sore - 
je, the [am., COMMission. Colonel Stoddard said 
‘sa at such an individual may hold a brok- 
d$ rs license but was merely a sharer of 
; must eommission. He scored the so-called 
nber | fwroker by saying that they performed 
ibmit ee, Service and took away from the le- 
follow Jemate broker a substantial part of his 
fmuneration. “They are the leeches 
ents 01 ho should be eliminated from the busi- 
or pub eess, was his assertion. 
(Indus: Suggests Written Examinations 











ence 3 
aractet 





One way ofedoing this, he thought, was 
> conduct written examinations of all 
plications for brokers’ licenses. Such 
itten examinations could be conducted 
der the supervision of the present in- 
arance department organization, assist- 
i by volunteers from the ranks of the 
alified brokers. 

other thought he suggested was to 
ork out an organization along the lines 
admission of applicants to the bar with 
€ superintendent of insurance taking 
€ place of the court on the “admission” 
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of brokers. His opinion was that no 
broker should be licensed until he passed 
a character committee in addition to the 
examination. No effort has been made 
to solve this problem right now because 
Colonel Stoddard deems it a matter that 
the companies, the brokers and the in- 
surance department should co-operate in 
solving. He urged, however, that some 
action should be taken as soon as pos- 
sible. 

Finally, Colonel Stoddard gave out en- 
couragement to those brokers who have 
not “made” the city agent’s list by say- 
ing that a review of the list would be 
made each six months to ascertain if 
there should be any changes. He sug- 
gested to those brokers who had been 
receiving “top” commissions from some 
companies on the strength of their ex- 
pectations to be made city agents that 
they repay to the companies what they 
owe. If this is overlooked Colonel Stod- 
dard said he would take this fact into 
consideration if those brokers were ap- 
plicants for future designation as city 
agents. 





PLACED ON APPROVED LIST 

The Republic Casualty of Pittsburgh 
has been placed on the list of approved 
surety companies by the United States 
Treasury Department. 





OBSERVING CURTIS MONTH 


Agents of the National Casualty of 
Detroit are celebrating May as Curtis 
Month in honor of their president, W. G. 
Curtis, and Vice-President H. S. Curtis. 


SUBWAY BOND RATE SLASH 





Towner Bureau Realized Urgency Of 
Subway Relief In Acceding To 
Transit Committee’s Demand 
Surety executives were still talking 
about the further reduction in subway 
surety bond rates this week, some of 
them being inclined to criticize the 
Tcwner Rating Bureau in submitting to 
the demands of the Transit Commission 
for a slash of nearly 50% instead of the 
323 1/3% reduction decided upon early 

last week. f 

The fact of the matter is that no little 
pressure was put upon the Towner Rat- 
ing Bureau by the Transit Commission 
and it was decided that since the de- 
mand for subway relief in New York 
City is so urgent right now that it would 
have been injurious for the surety com- 
panies to have delayed subway construc- 
tion by putting up a kick on the rate 
cut. 

Surety executives see in the 50% de- 
crease a stiffening of underwriting re- 
quirements with the result that many 
of the smaller contractors may find dif- 
ficulty in securing bid bonds. And when 
the larger contractors realize the elimi- 
nation of this competition they may be 
a little more liberal to themselves in 
making their calculations. 


GET LICENSE IN TWO STATES 

The American Indemnity of Galveston 
has entered Virginia and North Caro- 
lina to write automobile lines. } 
be represented in these. states by Louis 
E. English, Inc. Richmond general 
agency. 





It will. 
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New Book on Safety to 
Appear This Summer 


WAS NATIONAL BUREAU’S IDEA 





Appropriated $25,000 to American En- 
gineering Council to Make Industrial 
Survey for Facts 





Before the summer is over a new book 
covering the field research work of sev- 
eral hundred engineers into the problem 
of industrial safety and production will 
make its appearance. The idea for this 
volume was suggested to the American 
Engineering Council by the National Bu- 
reau of Casualty & Surety Underwriters. 
In fact, to make it an actuality the Na- 
tional Bureau companies appropriated 
$25,000 to carry on the preliminary work. 

The book when completed will contain 
about four hundred pages and will be 
based upon the relationship between in- 
dustrial safety and the efficiency of pro- 
duction, the belief of its sponsors being 
that the way to interest industrial execu- 
tives is to show them that safety is inti- 
mately related to production. It is also 
expected to be an effective means of 
awakening industry, not merely to the 
seriousness of the industrial accident 
problem, but to the possibility of its 
solution. 

_ Lewis A. DeBlois, in charge of the Na- 
tional Bureau’s engineering work, is a 
member of the American Engineering 
Council committee which is handling the 
undertaking. ; 





A VIRGINIA HOLIDAY TRIP 

Although Vincent Cullen, Fidelity & 
Deposit, John English, Metropolitan 
Casualty, and Eugene Meanley, R. C. 
Rathbone & Son, have been back more 
than a week from a pleasure trip they 
took to Virginia, they are still viewing 
in the retrospect the enjoyable time that 
was had. The program included golf 
at the Princess Ann Country Club, Vir- 
ginia, followed by a much relished din- 
ner at the club. All in all, it was a 
welcomed respite from the rather exact- 
ing duties of business affairs. 





TO OPEN BRITISH BRANCH * 


The Dominion of Canada Guarantee & 
Accident will open a branch in England. 
In addition to Canada it has been doing 
business in the West Indies for several 
years. 





BACK NEXT WEEK 
Frederick Richardson, United States 
manager of the General Accident, who is 
on a tour around the world, is due here 
next week. He is on the “Resolute.” 


ANNUAL MEETING MAY 17 
The tenth annual meeting of the Com 
pensation Rating & Inspection Bureau 
of New Jersey will be held on May 17 

at the Robert Treat Hotel, Newark. 








Bureau Meeting 


(Continued from page 32) 

the equipment of elevator cars can be 
better standardized to avoid accidents. 
Still another appropriation has been 
made amounting to $25,000 to assist the 
American College of Surgeons in its sur- 
vey into traumatic surgery conditions. 
Mr. Stellwagen also reported an appro- 
priation of $15,000 to the National In- 
dustrial Conference Board to look into 
industrial conditions and to develop more 
comprehensive data on workmen’s com- 
pensation insurance. . 

At the close of his report Mr. Stell- 
wagen touched briefly on the work of 
the three bureaus which are housed in 
the National Bureau offices but which 
operate independently of it. These are 
the Central Bureau for casualty “not 
taken” policies; the acquisition cost con- 
ference for casualty and the acquisition 
cost conference for fidelity and surety. 
Then followed the election of officers 
and standing committees for the coming 
year. 
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Undoubtedly, the outstanding agent in 
the “Insure In April” Drive, carried on 
under the auspices of the Casualty In- 
fcrmation Clearing House and which was 
of vital interest to fire as well as cas- 
ualty agents, is William FE. Hodnett, 
who in a town of 12,000 people, Lincoln, 
lll, carried on a one-man campaign 
which was productive of good results not 
only for him but for all agents in his 
section of the country who write auto- 
mobile insurance. He did not wait for 
co-operative advertising help but fur- 
nished his own local co-operation. He 
represents the Hartford and some other 
companies. 





WILLIAM E. HODNETT 


Mr. Hodnett has written insurance for 
the past twenty-two years. His office is 
up-to-date in its appointments; his meth- 
ods original. 

Mr. Hodnett has always considered 
insurance as much a profession as the 
lawyer’s or the doctor’s. He maintains 
it takes brains and ideals to be a real 
insurance man. He believes insurance 
companies are entitled to both applica- 
tion of thought and energetic work in an 
agent, and that the agent who works 
vigorously and conscientiously is worthy 
of the best company he can find. 

Circularized All Car Owners 

Mr. Hodnett carried alone the “Insure 
in April” campaign, designed and 
planned to be used in larger cities by 
several co-operating agencies. Each 
Tuesday and Saturday evening during 





FACTORY NO.3. 


we vol Fee 


By William E. Hodnett 


April an official “Insure in April’ adver- 
tisement appeared in an evening paper 
of Lincoln, Ill. A story impressing read- 
ers of the necessity of automobile lia- 
bility insurance, accompanied the Sat- 
urday insertion, and on each Tuesday a 
personally signed letter was sent to each 
of the 1,250 car owners in town. 

An outside solicitor spent his entire 
time calling on these automobile own- 
ers, usually with gratifying results, but 
whether favorable or otherwise, each 
call was acknowledged with a courteous 
letter personally signed by Mr. Hodnett. 
This solicitor, however, works outside 
the year ’round, each call being acknowl- 
edged personally. 

To know how really attractive and use- 
ful an insurance advertising window maj 
be, there is printed on this page a pic- 
ture of a 13-foot window in a handsome 
stene building on one of the very busy 
corners of Lincoln. This building was 
leased and remodelled by Mr. Hodnett 
in 1923, and the ground floor is occu 
pied by his insurance agency and the 
Lincoln Savings & Building Association, 
of which he is president. The window 
display which tied up the Hodnett 
Agency with the entire campaign shows 
automobile factories as a background, 
with two beaver-board factory units in 
the foreground. From the openings of 
these units four toy cars, crowding the 
already: congested traffic stream, and 
graphically depicting the actual condition 
of our highways and the perilous haz- 
ards awaiting the automobile driver who 
fails to “Insure in April.” 

The following are some letters writ- 
ten by Mr. Hodnett in the campaign for 
auto insurance: 

Letter No. 1 

You own a car, but—— 

Five years ago you did not face the 
problem which confronts you today,— 
the number of automobiles flying over 
our roads increased to twenty-two mil- 
lion last year, and they are still pour- 
ing out of the factories. 

Fatal accidents shot up to 18,000 in 
1926, with thousands and thousands of 
serious accidents. Because of this you 
need automobile insurance more than 
you ever needed it before—and more 
than you need any other insurance. 

It is not just a question of damage to 
your car, or the other fellow’s car or 
his property—which would cost only a 
few hundred dollars—but a serious or 
fatal accident may involve you in a law- 
suit and a verdict against you costing 
many thousand dollars. 

You owe yourself protection against 
such losses, and it is a mighty comfort- 
able feeling to know that the injured 
person, or his. family, will have a square 
deal in case of death or permanent in- 
jury. 


Hodnett’s Advertising Window 


- AUTOMOBILE WORKS 


Display 






One Man Drive For Car Insurance 


Do the right thing—pick up your 
phone now, call 230—or step into the 
office—and arrange for the complete au- 
tomobile insurance this agency provides. 

Letter No. 2 


"Member way back—— 

In the old school days one of the first 
scientific axioms we learned was “Twa 
bodies cannot occupy the same space at 
the same time?” 


Yet, that’s exactly what we are try- 
ing to do today. Last year we put 
twenty-two million cars on our roads, 
leaving a mere six million to be spread 
over the rest of the globe. 


Is it any wonder our accident ratio 
is high? But it is going to be higher, 
as we attempt to crowd several more 
million rapidly moving vehicles into our 
congested highways and scramble them 
with humans, horses, dogs, cats, and 
chickens. The more accidents we have, 
the higher the verdicts will mount— 
“Twenty Thousand for you, Mr. Car 
Owner” will be heard repeatedly as the 
summer advances. ; 


Of course a certain number of acci- 
dents are bound to occur, and naturally 
they will increase as the number of cars 
increase—even though you drive with ex- 
treme caution. The only way you can 
be fully protected is by insuring to off- 
set loss in case of accident. 

Call 230—or step into the office—I will 
be glad to tell you what insurance you 
need. No obligation, of course. 


Letter No. 3 

Just a bit of gossip—— ; 

It’s about one of your neighbors who 
owns a house anda car. He carries fire 
insurance on the house and garage—he 
has burglary insurance too, and liability 
insurance to protect him should someone 
be injured on his property—all of which 
shows careful thought and prudence. 

But, that’s only half the story—— 

His car is driven by gasoline, which is 
so highly inflammable that he fears to 
keep any in his insured home. He leaves 
his car unoccupied all over town, but 
usually has someone in his house, which 
“stays put” all day. Nor can the house 
shoot forward at forty per and crash 
through a plate glass window, or mur- 
der an innocent bystander, or batter it- 
self against a telephone post. 

It’s peculiar, illogical, unbelievable— 
call it what you will—but that neighbor 
who wisely protects his stationary house 
and garage, entirely neglects his speed- 
ing, roving automobile, which is far more 
in need of insurance than anything he 
owns, particularly in these days when 
crashes are so possible and $20,000.00 
verdicts so frequent. 

This is Warning Number Three! The 
only way to be sure is to insure. 
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ADVOCATES “MUST” INSURANC: 





William B. Dill, Commissioner Of N, } 
Department of Motor Vehicles, Thinks 
It Would Cut Down Accidents 

William B. Dill, commissioner of the 
department of motor vehicles of Ney 
Jersey and a gubernatorial possibility, 
a strong advocate of compulsory insi. 
ance, after being thirteen years in his 
present position. He said there ha 
been a 50% reduction in taxicab acc. 
dents since the passage of the compul. 
sory taxicab insurance law in that state 
and more than 500,000 cars in New Jer. 
sey; and 40% of travel in New Jersey 
is by New York and Pennsylvania car 
He said his office had been swampe 
with applications for licenses as. ther 
were more than 10,000 such applications 
in March, 1927. 

Mr. Dill in a talk with The Eastem 
Underwriter said he saw an inconsistency 
between opposition of agents to compul- 
sory insurance and the fact that so many 
of them show photographs of terrible 
automobile accidents in their windows 
and say underneath the picture: “Bet. 
ter insure your car against accidents 


now.’ 
Dill 





























Mr. believes that 


everybody 
should be insured. 





MAKING NEW APPOINTMENTS 


Republic Casualty Feeling Impetus 0} 
Advertising Campaign; Claims 
24% Less Than 1926 

The first reaction to the recently in- 
augurated advertising campaign to boost 
the Republic Casualty as a Pittsburgh 
product has been the appointment d 
several new and profitable agency cor 
nections. 

The company reports that the - totd 
number of its claims for the first quarter 
of 1927 was 24% less than for the cor 
responding period of 1926. 

Among the interesting claims. thd 
have come in during the past few weels 
is one occasioned by the recent rabies 
scare in Pittsburgh. Apparently curt 
from the bite of a dog, a policyholder 
of the company complained of illnes 
four months after he had been bitter 
and died of hydrophobia four days latet 
Another claim of $4,000 is being paid to 
a man who fell into an oat bin in It 
dianapolis and was smothered to death 





NEW AUTO INSURANCE AGENC! 


For the purpose of taking care of the 
increasing automobile business, the Li 
bility Underwriters’ Association has beet 
organized and incorporated with a cap 
tal of $100,000. The new insurance aget 
cy will be located at Rutherford, N. | 
The incorporators include Frank 
Turner and Hanna P. Turner, of Ruther 
ford, and Jean E. Benedict of New Yot 
City. The new organization expects 
start business sometime this month. 





OBSERVES 34TH ANNIVERSARY 
Herman Hoopes, Inc., of Philadelphia 
which has the distinction of being 
of the oldest general agencies of, 
Fidelity & Deposit, celebrated its thir 
fourth anniversary a few weeks ago 
a dinner and dance at the Hotel Pett 
sylvania, Philadelphia. ; 
Major Edward Hoopes, president ! 
the agency, acted as toastmaster, an d 
recalled the fact that the organization 
the agency dated back to less than thitt 
years after the Fidelity & Deposit 
founded in 1890. 











SYRACUSE AGENTS’ DRIVE 
The Casualty Insurance Club of Sy 
cuse has launched a campaign agalé 
the so-called “hit-and-run” motorist, W 
injures some pedestrian and _ thet 
tempts to escape without stopping 1% 
the injured person. The club offers _ | 
for the arrest and conviction of any 
and-run driver and already has one ® 
rest to its credit. Follett L. Greemey 
president of the Casualty Insurance ™ 
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Another “National” Creation! 


The New Merchants Protective Bond 
Covering 


ISHONESTY—Insures you against loss through 


larceny or embezzlement of money or personal 





property occurring upon your premises by any of your 


employees. 


OLD-UP—Insures you against loss of money or 
personal property through hold-up while your 


place is open for business. 


i eich HOLD-UP—Insures against loss of 

money or personal property through robbery or 
hold-up of you or any of your employees while trans- 
porting money or property belonging to you within 


twenty (20) miles of your place of business. 


AFE DAMAGE 


or personal property through the forcible opening 





Insures you against loss of money 





of your safe, when you are not open for business. 
i emeeetinaiatemenintheidiiimennenaiall satel 


ORGERY—Insures you against loss through forg- 
ee 


ery of your signature to your personal or business 





checks, also insures you against loss by altering or 
iiheeeateeetinenasininiete 


raising of such checks. 





OUNTERFEIT MONEY—Insures you against loss 
¢ through the acceptance of any United States 


counterfeit money. If you take in a bad $20.00 bill, 





we will give you a good one for it. 
ASH REGISTER DAMAGE—Insures you against 


loss through damage to your cash register by 





forcible entry. 


LATE GLASS DAMAGE—Insures you against 


loss through damage to your plate glass doors, 





bars, locks, metals, screening, etc., through felonious 





and forcible entry into your place of business. 


TOCK AND FIXTURE DAMAGE-—Insures you 


against loss to stock and fixtures caused by the 





forcible entry to your safe by the use of explosives. 


EWARD SIGN—The reward sign, size 5 x 7, 

placed in a conspicuous place may prevent the 
loss of many thousands of dollars of goods by bur- 
glary. The National Surety Company will pay a re- 
ward of $100.00 to any one who will give information 
leading to the arrest and conviction of any person 
committing BURGLARY, ROBBERY OR ‘MURDER 
upon your premises. 


A $1,000.00 Bond giving TEN different forms of protection 
PREMIUM $17.50 PER YEAR 


Never before in the history of insurance has such value been offered. 
SR A NA 





Other “National” Creations 


CREATED the “position” form of bond in 1904. 


CREATED the fraud bond and developed the market therefor in 1922. 


CREATED the “raised instrument bond” in 1910 which is now known as the forgery bond and developed the 


market therefor. 


CREATED the fidelity insurance policy in 1906. 





CREATED the automobile power of attorney in 1912. 





CREATED (against the opposition of nearly all other surety companies) the form of bankers blanket bonds now 
used in this country and paid all of the expenses: of securing the legislation permitting it. 

CREATED the stock brokers’ blanket bond in the same manner. 

CREATED the demand for surety company guarantee Real Estate Mortgage notes, broadening the market for 
this class of investment. (Other companies now guarantee but not on our plan.) 





This summary only partly explains the activities of this organization. 








In 20 years—1907 to 1926—this 


company paid losses amounting to over $50,000,000 and by this service has grown to be the 


WORLD’S LARGEST SURETY COMPANY 


” 


while dozens of “cut rate 


companies became bankrupt! 
If you really don’t want Good Insurance buy from “Cut Rate” companies. 


The sensible man, however, is 


more interested in having his large losses paid than “saving” a few dollars in premium. “CHEAP BONDS 


CONCEAL WHAT YOUR LOSSES REVEAL.” 


National Surety Company 


115 Broadway, New York 
Capital $10,000,000.00 


Agents Everywhere 
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New Book On Commissioners 


(Continued from page 1) 


formality in procedure than the unitary 
or. single-head type can scarcely be 
doubted. The commissioner need call 
no ‘meeting’ to make a decision; he can 
lock himself in his office and make it 
alone. Though he has extensive powers 
to subpoena and examine under oath 
witnesse and their records, it seems that 
the power is infrequently used. Most 
of his decisions, it appears, are arrived 
at from the inspection of documents, 
exchange of letters, and face-to-face 
talks. In a surprising number of the 
statutes authorizing revocation of an in- 
surer’s (especially of a foreign insur- 
ance company’s) license, no provision is 
made for notice to the company and a 
hearing of its evidence before the revo- 
cation takes place. Judicial reports of 
contested revocations disclose only rare 
instances of a formal hearing safeguard- 
ed by oath, confrontation, and cross-ex- 
amination. What other licensing bureau 
operates with equal informality of pro- 
cedure? * * * 
A Liability or An Asset 

“On the ledger of governmental ac- 
tivities, is the insurance department to 
be reckoned as a liability or an asset? 
We are speaking now not of dollars and 
cents (for the gross premium tax makes 
the financial reckoning obvious), but of 
such intangible values as social welfare 
and hindrance of private enterprise. The 
present writer feels, after a study of the 
subject extending over five years, that 
the insurance department is distinctly an 
arset. The insurance business is pecu- 
liarly one ‘affected with a public inter- 
est, in that it combines with vast pos- 
sibilities for social welfare exceptional 
opportunities for abuse. It has the glit- 
tering lure of ‘easy money’ for the un- 
scrupulous and the adventurous promo- 
ter, and the mystery of an unknown 
technique for the unwary insurant. That 
the activities of the commissioner keep 
out many a small and unsound insurance 
enterprise, many a dishonest or incom- 
petent agent or broker, can scarcely be 
doubted. In this alone, perhaps, is more 
than compensation for the irksome bur- 
den of annual reports and routine exam- 
inations upon the larger, admittedly 
sound, companies. Moreover, even the 
‘big fellows’ of the insurance business 
are the. better for official supervision. 
lf an unrelenting competition works at 
its best, it affords constant temptation 
to deception and unsound methods of 
financing, against which human virtue 
alone has no dependable resistance. On 
the other hand, if the competition does 
not work as it is supposed to, the insur- 
ing public, without governmental aid, is 
helpless before a virtual monopoly. Thus 
the commissioner is a balance wheel, 
at least, and occasionally, as in the case 
of Elizur Wright, he engenders a genu- 
ine dynamic force in the creation of new 
standards and the hastening, if not the 
making, of desirable social change. 

Rogues Not Always Kept Out 

As to the licensing of agents and 
brokers Mr. Patterson says it calls for 
the investigation of non-documentary 
data in large measure. Questionnaire or 
the examination used by the larger de- 
partments may disclose the applicant’s 
ccmpetency but it is doubtful to what 
extent they keep out rogues. 

As to regulation of rates, Mr. Patter- 
son thinks the insurer should bestir 
themselves to obtain more adequate sta- 
tistical bases for their rating schedules. 
He thinks the deposit laws have proved 
popular with the departments chiefly be- 
cause they are easy to enforce. How- 
ever, he thinks that the interests of com- 
panies are inadequately safeguarded in 
many states because of the lack of pro- 
tection against official misappropriation 
of deposited securities. He thinks the 
state treasurer should be given the cus- 
tody of all.deposited securities. 

He believes the increasing tendency of 
the insurance departments to pass upon 
one or all phases of the merits of policy- 


holders’ claims is somewhat objectionable 
on the ground of ineffectiveness rather 
than upon any doctrinal grounds such as 
separation of powers or a denial of due 
process. 

The Licensing Power 

Discussing the licensing power of the 
insurance department Mr. Patterson 
says: 

“The licensing power is the staple ad- 
ministrative tool of the insurance depart- 
ments. If clearly defined and _intelli- 
gently handled, it is admirably adapted 
to the tasks of state control over the 
insurance business. It is nowhere clear- 
ly defined. In the first place, there is 
great uncertainty as to the legal conse- 
quences of the issuance of a license to 
a company, agent, or broker. One is un- 
able to say in any jurisdiction whether 
it settles anything more than that the 
licensee is no longer unlicensed; that is, 
whether it confers a defence to a judicial 
prosecution for any other offense than 
that of doing business without a license. 
While the short duration of most of 
these licenses (the domestic company’s 
license in some states continues until re- 
voked) minimizes the practical impor- 
tance of the problem, it should never- 
theless be settled. Again, the statutes 
fail to indicate the legal consequences 
of the refusal of a license. May the 
company which has been erroneously re- 
fused a license by the commissioner show 
such error as a defence to a criminal 
prosecution for doing business without 
a license? While the decisions on stat- 
utes relating to other subjects than in- 
surance indicate pretty clearly what the 
answer should be, the statutory language 
should be specific. The ancestor of the 
insurance license is the license tax, and 
one cannot be sure that, in the process 
of evolution the former has shed all of 
its simian characteristics. 

“The grounds of refusal or revoca- 
tion of a license are inadequately de- 
fined. Such phrases as ‘will best promote 
the interest of the people of this state’ 
(New York) tend to make the commis- 
sioner a bénevolent despot. Scarcely less 
serious are the numerous provisions au- 
thorizing refusal or revocation of a li- 
cense for ‘non-compliance with the laws 
of this state.’ An extended analysis of 
these provisions fails to assign them any 
definite content. A glance at the in- 
surance provisions of any state (except 
possibly Michigan and Colorado) shows 
the provision designed: for judicial en- 
forcement confusingly mingled with 
those designed primarily for administra- 
tive enforcement; and many provisions 
cannot be with certainty assigned to 
either category. The remedy is by legis- 
lation. 

Unregulated Power 


“Of importance are the inquisitorial 
and visitorial powers of the commis- 
sioner. The exercise of these powers is 
inevitably unregulated; the commissioner 
must be allowed to investigate upon sus- 
picion if his supervision is to be effec- 
tive. Yet the exercise of the inquisito- 
rial powers leads to some abuse—how 
much, it is hard to say. The remedy 
lies, it is submitted, not in attempting 
to define the grounds for examination 
further than has already been done 











CASH CAPITAL 
$2,500,000.00 


UNION INDEMNITY 


FIDELITY and SURETY BONDS 


Automobile, 
Workmen’s Compensation Insurance 
Executive Offices: 


Union Indemnity Bldg. 
New Orleans 


COMPANY 


Accident, Health, Burglary 
Liability, Plate Glass 


Eastern Department: 
100 Maiden Laue 
New York 
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The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 
Industrial Life, Ordinary Life, Health and 
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Accident Insurance | 











(‘whenever he deems it prudent for the 
protection of policyholders in this state’ 
is the commonest 1rormula), but in muini- 
mizing the legal consequences of an ex- 
amination of an insurance company. The 
chief legal consequence to be eliminated 
is the company’s obligation to pay the 
expenses of the examination. Mere 
statutory definition of the items of ex- 
pense, or even a rigid auditing, will not 
eliminate the various abuses to which 
this power is susceptible. The only rem- 
edy, it is believed, is to provide, as only 
a tew states now do, that the expenses 
of all examinations shall be paid out of 
the state treasury. The commissioner 
would thus be made definitely respon- 
sible for ill-advised examinations, and 
could no longer order an examination as 
a means of penalizing a company. The 
revenue for such expenses could be ob- 
tained by increased license fees, if nec- 
essary. However, in most states the 
gross premiums taxes bring in much 
more than enough revenue to pay all the 
expenses of insurance supervision.” 





INSURES 500 MILES OF ROAD 





Pennsylvania Township’s Contract to 
Protect Itself Against Claims 
Arising on Highway 
Upper Darby Township Commission of 
Pennsylvania has taken out $630,000 in- 
surance to protect itself against claims 
which may arise from accidents in 500 

miles of highways in the township. 





CAPITAL TO BE $2,000,000 
The Toronto Casualty has increased 
its authorized capital to $2,000,000, and 
has made an issue to shareholders of 
$200,000 in the ratio of one share in five, 
at a price of $115 per share. 





MILLER’S NEW CONNECTION 


Harry J. Miller, well-known in New 
York accident and health circles, is now 
connected with the New York office of 
the Massachusetts Bonding as resident 
manager of the accident and health de- 
partment. Mr. Miller succeeds C. B. 
Fuller, resigned. 





W. E. Small, President 


Georgia 


Atlanta, Ga. 





Surplus and Reserves as to Policy Holders Over $2,500,000. 


Casualty Company 


AN AMERICAN COMPANY 


E. P. Amerine, Vice President 


Plate Glass 
Burglary 
Liability 
Automobile 
Property Damage 
Workmen’s 
Compensation 











NORMAN R. MORAY TO SPEAK 





Scheduled For Ist Day Of Insurance Ad 
Conference In Hartford; Casualty 
Group Session Program 
_ The increasing importance of casualty 
insurance advertising is reflected in the 
program announced by the Insurance 
Advertising Conference for its spring 
meeting in Hartford on May 22 to & 
Norman R. Moray, vice-president and 
general manager, Hartford Accident, is 
scheduled to talk at the Monday mon- 
ing general session on the topic—‘La 
bor’s Best Friend.” Mr. Moray is wel 
known as a speaker and is a close stu- 
dent of advertising. Then in the after 


-neon of the same day Ralph W. Smiley, 


advertising manager, Metropolitan Cas 
ualty, will speak on the subject “Check- 
ing the Agents’ Requisition for Adver- 
tising by the Use Made of the Stuff’ 

The casualty group meeting on Tues 
day afternoon will be in charge of Harry 
A. Warner, advertising manager, Mary- 
lend Casualty, assisted by Leslie F. Tit 
linghast, agency assistant, Great Amet- 
ican Indemnity. The program for this 
session follows: : 

“Public Relations from the Casualty Stané: 
point,” by Henry Swift Ives, Casualty Infor 
mation Clearing House; ‘Successful Adverts 
ing and Selling Methods of Agents,” a syi 
posium of ideas from Donald G. North of New 
Haven, James, L. Case of Norwich, Conn., and 
T. D. Faulkner of Hartford; ‘The Make-up 
a House Organ,” by Arthur Neugebauer, st 
perintendent of publicity, Globe Indemnity; 
“The Danger Line,” by Ralph W. Smiley, 
Metropolitan Casualty; “Insurance the Foul 
dation of Business,’ by’ C. W. Van Beynut, 
publicity manager, Travelers; “How Can Re 
sults from Advertising Be Tabulated,” by C. = 
Rickerd, advertising manager, Standard Act 
dent; and “The Value of Direct Mail for Ca‘ 
ualty Insurance,” by Charles A. Bates, wel 
known New York advertising man. 





W. STANLEY SMITH WINS 


Union Mutual Casualty Had Sued Him 
For $25,000 Libel Because Of 
Warning He Issued 

Dismissal of the action started by the 
Union Mutual Casualty against W. Stat 
ley Smith, former insurance comms 
sioner of Wisconsin, for libel in the sum 
of $25,000 was announced by the clerk 
of the circuit court here on ‘Thursday: 
While acting as insurance commission 
Smith issued a statement warning t™ 
public against the purchase of insurantt 
in companies not authorized to do bus 
ness in the state. An action was starte 
against Smith. Smith claimed that ths 
was not a personal action but one 
against the state. Harry T. Sheldon, al 
torney, appeared in the court this we 
for the Union Mutual Casualty and ask 
for a dismissal of the litigation. 
motion was granted. 








APPLIES FOR N. Y. LICENSE 
The Liberty Surety Bond of Trent! 
of which Newton A. K. Bugbee is Pf 
dent, has applied for a license 
York. 





Wate 





